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Conscious Brides 





WEDDINGS happen the year ’round 
—provide the No. 1 NON-seasonal 





opportunity for appliance _ selling. 
Take this tip—get MORE and 
PROFITABLE sales by helping deal- 
ers stock — display — promote qual- 
ity appliances consistently the year 
round. 
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HH 


Behind tables, lamps, 
davenports — in dark 


corners anywhere . 

as easy to use as if spotlighted! 
The plug blades slide into the 
center from any point on the 


curved surfaces of the plate. 


The design that finally 


accomplishes the aim of every 


CM Convenience Outlet .. . 


A REAL “E-Z-Find’ Feature! 


Note that the center-finding surface extends beyond the receptacle body; it’s in the plate! 

The flaring, curved surfaces of the plate guide the plug-prongs to the center of the “dished” 

area, so a slight pressure against the central (vertical) ridge slips the blades into the 

slots... This device lifts Duplex Receptacles from lower-price competitive types. > No. 4601 Receptacle 
Gives wiring jobs a positive DISTINCTION in utility and style. Steps up the quality Brown Bakelite 


of the job in a way that customers can see/ 


SOLD THROUGH vour HART & HEGEMAN DIVISION ELECTRICAL WHOLESALER 
Ee ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN 
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TIMES 





and TRENDS 





JUNE 


Booming Construction we continue to 


supply latest obtainable figures on building construction 
we believe that they serve as a most reliable 
ndicator of what’s ahead for electrical wholesalers. 

Private construction awards for the short Memorial 
Day holiday week topped the same week of 1939 by 
329 per cent, which is emphatic proof that everywhere 
the late spring with bad and unseasonable weather has 
held back important projects that are now being re- 
leased. For the first 22 weeks of this year, private 
awards were 17 per cent above the same periods of 
1939, says Engineering News-Record. 

According to the Department of Labor, April per- 
mits for new residential buildings topped last year’s 
April by 37.2 per cent, while non-residential permits 
showed a 12.4 per cent gain for April. 

In short, the trend is UPWARD on business that makes 
business for electrical wholesalers. 


because 


©) 


Spotlight No. 3 The 1940 National Electrical 


has been approved and complete copies are ex- 

ted to be available not earlier than August. 
We present in this issue tables taken from the 1940 
Code, and interpretations of new rulings in connection 
small diameter wires, and urge their careful read- 


ikks with building owners, hotel managers and 
rs have convinced us that there is really big PLus 
me ahead for those wholesalers who are willing to 

rewiring. In many cases, sales of rewiring jobs 
be made easy if the FHA financing plan is offered 
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1940 


at the same time. (See our May, 1940 issue, page 41). 
If you will study all the material we have published 
in our Small Diameter SPOTLIGHT series, the 1940 
April, May and June issues, you will be prepared to 
corral a nice lot of EXTRA business at a good profit. 
Rewiring jobs make EXTRA sales on all kinds of wir 
ing materials and equipment. 


©) 


Roasters As a volume builder and profit maker, 
roasters occupy a preferred position right now, and yet 
comparatively few wholesalers are giving them deserved 
attention. 

For those who have questioned roaster sales possi- 
bilities, figures recently published by The Modern Kit- 
chen Bureau will be a revelation. 

In Pittsburgh, two seasonal selling campaigns pushed 
electric roaster sales from 2,000 to 7,559. Cleveland, 
with about 200 dealers cooperating, scored a 27 per cent 
gain, and in Dallas approximately 617 dealers rolled up 
a 167 per cent increase through cooperative sales drives 
initiated by the local utilities. 

Such performances prove conclusively that there is 
plenty of roaster business to be had ANp—that electrical 
dealers can be taught how to sell roasters. 

Remains only the question: Are electrical whole- 
salers willing to do the obvious and necessary things 
to capture and hold this very profitable business, or 
will they allow it to slip away into other distributing 
channels ? 

YOU must write the answer. 





STYLE ABN 
ARMORED BARE NEUTRAL) 


makes possible low cost service 
entrances because cable may be 
stropped to the house. No conduit 
is required. Style ABN is manufac- 
tured with a flat galvanized steel 
tape opplied with a minimum spac- 
ing to resist mechanical injury and 


prevent damage by rodents. 




















CONCENTRIC TYPE SD 
DROP CABLE 


combines the advantages of small 
dimensions, light weight and effi- 
ciency. Can be used to carry en- 
trance circuit from pole to house 
Entrance Cable or by use of single 
hole entrance cap and rigid con- 
duit it may be continued to meter 
or entrance switch. Supplied in two 


or three conductor constructions. 


Eliminate 
Bottlenecks 


with HAZARD 
SERVICE ENTRANCE CABLES 


and 


HAZAKROME Type SN 


Small Diameter Building Wire 











Write today for 


HAZAKROME HANDBOOK 
It tells how to use, install and sell 
HAZAKROME Type SN for rewir- 
ing existing raceways to obtain 


increased circuit capacities. 
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STYLE UBN 
UNARMORED BARE NEUTRAL 


made without the steel armor of 
Style ABN, this cable is provided 
with a heavier double wrapped 
tape cushion underneath the outer 
braid and the concentric conductor 
contains a greater number of wires 
wrapped more closely, thereby 
making it diversion proof. 

















ARMORED SERVICE 
ENTRANCE CABLE 


consists of two or three Hazard 
submarine rubber insulated and 
braided or taped conductors pro- 
tected against moisture and me- 
chanical injury by multiple layers 
of pre-saturated jute, non-metallic 
armor tape and plastic sealing 
compound. Hazard Armortite Cable 
is light in weight, easy to handle 
and moderate in cost. 





























Jobs Preliminary figures for April show another 
lrop in unemployment, the total of unemployed at the 
nd of April being 8,981,000, as compared with 9,267,- 
100 for March, 9,417,000 for February, and 9,800,000 

year ago. 
This means that on May Ist there were over half a 
illion more men in jobs than on March Ist 1940 and 
arly a million more than had jobs a year ago. 
Jobs mean pay checks and filled pay envelopes, and 
th hundreds of thousands who were jobless a year 
9 now getting paid regularly, these millions of pay 
lollars will benefit directly or indirectly every line of 
business, including the electrical industry. 
\ggressive selling will enable you to get your share. 





BROCEPIERE SOMES Recent reports from iawor- 


tant electrical manufacturers show that the upward 

end of business is gaining headway steadily. 

the first 1940 quarter 
‘re $1735 million more, or 25 per cent above the same 
riod of 1940, and earnings were $4% million, or 62 

per cent higher. 


General Electric’s sales for 


Comparisons for the same two periods show West- 
inghouse sales up $10 million or 30 per cent, orders 
booked up $15 million or 30 per cent, earnings up $1.7 

lon or 72 per cent. 

Cutler-Hammer pushed first 1940 quarter profits to 
$406,000, compared with last year’s $56,700. General 
Cable converted last year’s first quarter loss of $196,000 


into a $727,000 net gain for the first 1940 quarter 

Hygrade Sylvania’s first quarterly statement shows 
net income of $267,000 and the company states that 14 
per cent of its first quarter billings represented fluores- 
cent lamps and fixtures. 

These are figures that should serve as yardstick for 
wholesalers who want to know whether their sales are 
keeping pace with the industry. 


© 


Wage and Hour Law In the news section of 


this issue we reprint verbatim a recent interpretation 
by Colonel Philip B. Fleming, Administrator of the 
Wage and Hour Division of the U 
Labor. 


Department of 


This ruling clarifies certain points that have been 
puzzling wholesalers and retailers, and therefore should 


be read by every executive and salesman. 


© 


Taxes As we go to press, dispatches from Wash- 
ington forecast a flat increase of TEN PER CENT in indi 
vidual and corporation income taxes to cover proposed 
armament expenditures. Also our national debt limit 
is to be pushed up Three Billion Dollars, to $48 billions. 

We know that taxes and death are inescapable, but 
with a presidential election in the ar citizens will 
be interested in some studies recently made by Mon 
santo Chemical Company of what its employees are 
paying in actual and hidden taxes. 

Those studies show that: Taxes take 15 cents of 
every automobile purchase dollar. Taxes take 25 cents 
of every dollar paid for rent. Taxes take 12 cents of 
every dollar paid for electricity and 15 cents out of the 
gasoline dollar. 

When you spend a dollar on shaving cream or medi- 
cine, the tax collector will get 20 cents of it, he takes 
12 cents out of every clothing dollar and 8 cents on 
every dollar you spend for meat. 

All in all, says Monsanto Magazine, “out of every 
weekly pay envelope that contained $25, the govern- 
ment laid claim to approximately $5, whether you see 
a tax collector or not.” 
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AT OPENING SESSION of NEWA meeting at Hot Springs, Managing 


Director E. 
members; 


Donald Tolles took the floor briefly to introduce two new 
Chairman John G. Johannesen, keynoted the convention; 
Johannes Steel, radio commentator and news analyst, brought the crowd to 
its feet with his talk; Counsel Dana T. Ackerly discussed legal aspects of 
the electrical business. 


Record Crowd Attends 
NEWA Meeting At Hot Springs 


John H. Newton elected chairman of executive com- 


mittee. Warren I. Bickford is new vice chairman. Good 
business reported. Fall convention goes to Pittsburgh 
pgs Ve thie ( \ ith e upward end spite of the Euro 
of May )] und wholesale ean wa 
nanutacturers ny f T In h iddress, Past Chairman John 
wives spend several days attending the G. Johannesen stated that so far this 


‘trical wholesaling busi 


Wholesalers Association. ness 1s running 22 per cent ahead of 
lhe fine tradition continued this vear, he corresponding period of 1939, In 
it course, and a record-breaking crowd the opinion of Johannes Steel, econ 
t 466 electrical folks were at The mist, who spoke at the opening ses- 
Homestead for NEWA’s Thirty sion, the European war should not 
Second Annual Convention which ran cause general business to slump off 
from May 19 to 23. because exports of war materials will 

\s during the meeting at Cinci1 it least equal the export volume of 
na last fall, both the wl lesalers and peace times 
nanutacturers seemed cheerful abou Continued able leadership of the 
present business conditions and they association is assured with the election 
look for ensuing mnths to continue f John M. Newton to the chairman 


executive committee a 
Warren I. Bickford as vice-chairn 
of that committee. Mr. Newton 
president of Oakes Electrical Supp 
Co., Holyoke, Mass., and Mr. Bicl 
ford manages the East Central D 
trict of Westinghouse Electric Sup; 
Co., with headquarters at Pittsburg! 
A. H. Kahn, G. E. 
Chicago, was elected chairman of 
Central Division and George Hessk 
Graybar, and E. J. Rueth, Frankel 
Co., Cleveland, were named to that 
John G. Johaannesen, 
was elected Execut 


ship of the 





Supply Cory 


vision also. 
E. Supply, 
Committeeman-at-large from the C« 
tral Division. John M. Newton 
chairmans the Atlantic division 
newcomers to that division are S$ 
Bordman, Franklin Electric Co., P 
adelphia, and Charles S. Powell, G1 
bar, Boston. 

Two new members of NEW A int: 
duced at the Opening Session we 


\. H. Roden, Roden Electrical Sup; 





P|] 
Co., Knoxville, Tenn. and C. P. A 
drew, Noland Co., Newport News, \ 

Major appliance distributors f 
as far away as Milwaukee attended t 
convention and had their sessi 
Tuesday morning. Being the f 
time that specialty appliance distrib 
tors were invited to the NEWA c 
vention, this gatl 
preliminary matters and more detail 
information concerning their activit 
will be planned later. 

The executive committee held 
ings on Sunday May 19th, while 


lering was devote 


various commodity com 
their conferences the fo 
On Tuesday afternoon the Open 
Session was held in the Theatre. T] 
meeting was addressed by Past Cha 
man J. G. Johannesen, Counsel D 
T. Ackerly, Dr. George W. Alliso1 
the Modern Kitchen Bureau, 
Johannes Steel, International | 
nomic Analyst and rac 
of New York. 

On Wednesday evening the tra 
tional party was held in the Cas 


110 commentat 


where the conventioneers saw 





show and some of the more 


ones went to the front of the roon 


receive prizes for their skill at g 
putting and bridge. 

Further details and photographs 
what happened at the NEIWA m 
ing appear on other pages of 


lSs ue. 
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Wilson Speaks to 
Chamber of Commerce 





Commerce annual meeting was an 
ldress by General Electric’s presi- 
nt, Charles E. Wilson. His theme 
American Industry” 
led with expression of a confident 
itlook for the future, as follows: 
Never before has there been so much 
ywwledge—so much eager, 
pirited effort—so much 
ied to the search for new 
there is today—and, therefore, at 
time has there been a better pros- 
‘t of finding new ] 
re is today. 
“Here, then, we have, 
unds of existing invention and 


wwledge, opportunities 


Progressive 





paws ee 
pubdlic- 
money ap 
services 


services than 
ta . 
witnin tne 


great 





vond, prospects far more promising 
ever before. 





Lamp Prices Down 


reductions on all 
of lamps went into effect the 
of the month, as announced to 
\V HOLESALER'S SALESMAN by General 
‘tric, Hygrade Sylvania, Westing- 
use and Wabash. 
unt to an average of about 17 per 
and it is interesting to recall 
it this makes the second price re- 
ion on fluorescent lamps this vear. 
March, prices on this light source 
down 15 per cent. 
lhe drop in price refers not only 
general illuminating lamps such as 
indescents, fluorescents, 
ir, etc., but to the various photo 
Pps as well. 


price 


Sweeping 


These reductions 


mercury 


Rinhard Dined 


W YORK—On the eveni 
vy 15 about 60 manufacturers’ rep- 
heads of 





ntatives and department 
B. Latham & Co., gathered for 
ner to celebrate Victor Rinhard’s 
Anniversary with the Latham 
Mr. Rinhard started with Latham 
the warehouse and went up _ the 
to the post of purchasing agent, 
‘+h position he has held for a num- 
To show that it isn’t all 
| business between buyer and sales- 
some of manufacturers’ 
tatives in this territory arranged 
party to do honor to Rinhard. 
y also presented him with an E] 
st watch. 


f years. 


repre- 


gin 













0 
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Small Diameter Wires 
vasmvcron one of ts ve Approved by N.F.P.A. 


High point of National Fire Protection Association 


meeting last month was adoption of electrical com- 


; P ; : , . 
mittee’s recommendations covering small diameter wires 


T HE green light flashed “Go” for the 
rewiring campaign of the electrical 
industry last month when the Na- 
tional Fire Protection Association 
convening at Atlantic City put its 
stamp of approval on small diameter 


wires. Leaders in the industry con- 
sider this action good and cheering 
news. In fact one outstanding author- 


ity on the National Electrical Code 
told the WHOLESALER’S SALESMAN that 
the new ruling building 
wire insulations represents the most 
radical change in the Code’s long his 
tory. 

Although it ha le general 
opinion of the industry that N.F.P.A. 
would grant approval to new insula- 
tions for building wires, the majority 
4§ manufacturers, wholesalers, con- 
tractors and inspectors have generally 
held back heavy activities until the 
official okay was given. 

With that okay a reality, electrical 
interests are expected to whip into 
shape an aggressive educational and 
drive to bring factories, 


concerning 


7 
Sales 





BY THE BUS LOAD. 


visit the plant of Colt’s Patent Fire Arms at Hartford. 


office 


buildings, 
up to modern electrical standards. 
While approval of 


wires was considered the high spot of 


: 1 ; : 
scnoois, apartmen Nouses 


small diameter 


the meeting as far as the electrical 
industry is concerned, the convention 
itself was considered highly successful 


by all who attended. Delegates to 
this, the 44th annual meeting, assem- 
bled at the Chalfonte and Haddon Hall 
Hotel Atlantic City, N. J., fror 


May ? to: ti. Alvah Hall, chairman 

the Electrical Committee, reported 
» a large and interested audience on 
Thursday afternoon, May %tl It 
cluded in the Committee’s report wert 
a number of changes from the 1937 
Code and these were approved with 
certain necessary editorial changes. 

Next step for the 1940 National 
Electrical Code is the 
Standards Association, the 
printers and it likely that 
copies will be available for distri 
tion early in August. 

(For detailed 


Code turn to page 20). 


1 
} 


1) 


+ 


>t 


is quite 


information on the 











Keer Electric Supply Co., Newark, N. J., suggested 
to some of its engineer customers that it would be a good idea for them to 


Arrangements were 


made, so Keer chartered a bus, took the crowd up to the plant for a two- 


day session. 


U. S. Tapes are just 


ive 
Five 


what the doctor ordered to 


your customers Service Beyond 


Price and Specifications.” Stock 
and sell U. S. Tapes! Build more 
business around their reputation 


tor long, safe, economical service 


SECURITY FRICTION TAPE 
Non-Raveling 
Straight Tearing 
Strong Adhesion 


SECURITY RUBBER TAPE 
High Tensile Strength 
High Dielectric Resistance 
Fuses Perfectly 








UNITED STATES RUBBER COMPANY 


ROCKEFELLER CENTER NEW YORK CITY 





Worsley Spotlighted 


In 1910 a young fellow by the 
name of Ray G. Worsley went to 
vork in the warehouse of the Edison 
Ive Lamp Works at Harrison, N. J. To- 
lay he is lamp sales manager of G. E. 
Supply Corp. To mark his 30th an- 
niversary in the lighting 





USt 


nd ‘ 
business, 


fellow executives at G. E. Supply and 
CK fficials of the G. E. lamp depart- 
I 


nent surprised him with a dinner at 
ore the Hotel Barnum, Bridgeport. | 
sides carrying home with that 


: ight remembrances of a grand time, 
ion M 


> 
cC- 


him 


r. Worsley had a wrist watch and 
‘hest of silver which presented 
ice. to him by his associates at the party. 


were 


Exemptions Under 
Fair Labor Act 


\ definite 


ining 


“vardstick” for deter- 
coverage of the Fair Labor 
Standards Act as it applies to retail 


nd wholesale establishments, and an- 


ther step in the practical 


the Act to 


s1ct 
custom, 


adaptation 
business practice and 
was announced recently by 
Jonel Philip B. Fleming, Adminis- 
itor of the Wage and Hour Division. 
\n explanation of the exemptions 
er Section 13 of the Act was 
by Colonel Fleming, in 
$ - ’ ] 


rm ofr a letter 


‘etail and wholesale establishments 


prepared in the 


George A. McNulty, 


bs 7 
General 


















i exemption applic ‘ ees 
ai tablishments What « s tes the 
lishment depends upon the facts in each 
1] case If a firm operates tw more 
rate establishments the sales I ¢ h estab 
must be considered separately in de 
































ning whether such’ establishment may 
rly be considered a ‘retail establishment.’ 
total sales of the enterprise as a whole 
not determine the retail or non-retail cl 

of separate establishments within the or 








zation 











Thus, for example, a company may 
ite two separate t 
ity Each store would be considered as a 
rate establishment 
ption If one 


stores in different parts of 











for purposes of the 








store made more than 
t of its total dollar volume of 
esale such store would 
lishment for purposes of the « 
igh the combined dollar volume of the sales 
th stores was 50 percent at retail Con 











1 ¢ 
e1 saies a 





not he 1 ‘retail 





xemption even 
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versely, if one sold more 
retail it would not cease to 
ment merely because the combined dollar volume 
of sales of than 50 per 


than 50 
be 


retail establish 


both stores was more 


cent at wholesale. 
“In some cases it may be difficult to deter 
mine whether the wholesale selling takes place 


in a separate establishment In the ordinary 
case if the selling of the company all takes 


place under one roof such place of business 
will be considered to be a _ single establish 
ment. However, if the wholesale branch of the 


business is distinct and separate from the re 
tail branch,—as where a room or rooms are s¢ 
aside for wholesale’ selling—such wholesale 
branch taken alone would ordinarily be consid 
ered as a wholesale establishment and the ex 
emption would not avply to f 
branch of the business 

“It should be noted further that an employee 
who performs both exempt and nonexempt work 
is entitled to the benefits of the act during any 
workweek in which he performs any nonexempt 
work.”’ 


+ 


employees of this 





DISPLAYS SELL is the password of 
Robert J. Griffin, who travels Geor- 
gia, Alabama and Florida, for Bryant 


Electric. Bob has been with Bryant 
several months (as was announced in 
makes his 


issue), head- 


Atlanta. 


an earlier 
quarters at 












SELLING 


SAMPLE gets interest 
and brings in the business, say Oscar 
Schneider, right, electrical sales man- 
ager for W. Bingham Co., Cleveland, 
and L. J. Kasper, one of his sales- 
men. They practice what they preach, 
too, for Kasper was about to set 
forth with that 48” Hygrade Sylvinia 
fluorescent unit. 


Shea Promoted 
FORT WAYNE, IND. 


magnet wire sales 
Essex Wire & Yr 
) 


has been elected vice president or the 


W. J. Shea, 
who has been associated with the 
division of The 


- 1 
» ror several years, 


company, in complete charge ot the 


Magnet Wire Division in this city. 


R. E. A. is One and Five 


} 


WASHINGTON—The birthday 


quet and dance held at the Raleig 


Dan- 


n 


Hotel celebrated the first anniversary 
as a unit of the Department of Agri- 


culture and the fifth birthday of the 
Rural Electrification Administration. 
The dance was the culmination of « 


staff conference | ll 


REA’s field workers. 


Does She Want 
A Roaster Next? 


attended DY all I 


From the Modern Kitchen Bureau 
comes a selling manual titled \ 
Pattern for the Profitable Promotion 
) Electric Xoaste 3’ With 39 per 
cent of the women covered in a re- 
ent coast to coast survey listing a 

ast as the next small ppllance 
vhich thev w inted for the mes 


SALT LAKE 


ployees of the Gener: 


ply Corp. and their wives representing 
‘ffices in seven western states atte ded 
1. “birthday dinner” recently which 
celebrated the twenty-first anniversary 


of the acquisition by General Electr1 
Company of the old Capitol Electr 
Supply Co. District Operating 
ager J. L. Fahey presided; 
Kahn, vice-president an 
Rocky Mountain District manager r 


history of the c 


commercial 


viewed the ympany. 


Man 
Jacob \. 


] 





Klectrical Wholesaling Grows— 
More Houses...More Men...More Lines 


Pertinent and interesting facts concerning the grow- 


ing importance of the electrical wholesaling industry 








IRST glance at the 1940 Verified 

Directory of Electrical Whole 

salers just published by wHott 
SALER’S 


] 


SALESMAN, reveals that 
live electrical wholesale 


houses spread out through the 48 


ere are 


states of the Union. This total pre 
ents quite a marked contrast to the 
early days of the electrical industry 
when there were less than two hun 
dred: when houses were located 
only in the largest centers: when a 
city such as Chicago had only five 


or SIX 


electrical jobbing houses; 
when the average jobber sent his 
salesmen hustling through many 


states. 

However this all-time high of 
1178 verified houses is not at all 
startling when compared to more 

cent vears because the trend in 
wholesaling has been to 


wards more houses, smaller terri 


ies, faster service. Last vear, for 
CX unple, there were 1137 electrical 
wholesale houses. 

he trend to localization is logi 


Because dealers, contrac 


al, too 


ors, industrials and other customers 
ees oe ae holesaler 
lave come to rely upon wholesalers 
not only for overnight SETVICt . but 
frequently, hourly service and im 
mediate deliveries 


the wholesaler who is to reach these 


Consequentl 


buyers effectively and economically 
can not afford to extend over a large 


territory. 


14 


For instance, this year you will 
find that the average wholesaler has 
salesmen covering his own city and 
a territory of not more than 50 


miles surrounding the home town. 


4 
In large cities, many wholesalers do 
not even extend their efforts beyond 
the city limits. 

Another reason for the concen 
tration of wholesaling—in addition 


» the act tnat tne 


quick deli 


trade needs 
veries—is that contractors 
and dealers, in increasing numbers, 
use the wholesalers’ display rooms 
for showing wiring materials, fix- 
tures and appliances to their cus- 
tomers 

\s would be expected, the state 
New York contains the largest 
151 with a 
considerable proportion of them 
concentrated in the New York City 


section, while Pennsylvania ranks 


number of wholesalers 


second with 8&5 electrical wholesal- 





ELECTRICAL WHOLESALING 
—A Growing Industry 


Year Total Independents National 
1934 1001 770 231 
1935 1088 846 242 
1936 1080 835 245 
1937 1099 848 251 
1938 1125 865 260 
1939 1137 87| 266 
1940 1178 907 271 





ers \t the other extreme, Nort 
Dakota has the fewest number, wit] 


just 


borders. (See the 


me wholesale house within 


geographica 
breakdown for all states ) 

Those who are always wondering 
about the numerical comparison be 
independently owned cot 
cerns and those branches owned and 


tween 


nationa 


General Electri 


operated by the three 


organizations 
Supply, Graybar Electric and West 
inghouse Supply, will find the fol 
lowing summary intensely interest 
ing. 

Today there are 907 indepet 
dently owned houses as compared 1 
271 main and branch houses coming 
under the three national banners 
General Electric Supply has 108 
houses; Graybar has 84; Westing 
house Supply has 79. 


In 1939 there were only 871 ind 


pendents, 266 nationally own 
houses. 
These figures show, therefor 


that of the total number of hous 


rec nized since 1939. a great 


percentage of them are indepet 
dently owned, the actual percentag 
increases being nearly 4 per cent f 
the independents over °39, whi 
national organizations increasé 
their total by slightly less than 
per cent. 

These figures, when compare 
with a similar study of the late 20’ 
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| early 30’s (when the national 
especially General 
‘tric and Westinghouse, were ex- 


canizations, 


indicate a deci- 
trend, for then 


nding rapidly), 
ve reversal of 
ny more nationally owned 
thes were opening up in pro- 


the number of indepen- 


S (For figures on later 
Ss, Set the table ) 
Phi 


is, the conclusion seems war- 
ted that there is no reason for 
her independent manufacturers 
wholesalers to be too concerned 
out the growth in numbers of the 
ee national organizations, for 
appears to be plenty of busi- 


er on een . Po 
ss [or ali, With e€acn group Capitai- 


r its advantages to the utmost. 
The continued and_ recorded 
wth in the number of electrical 
houses is considered in 
only one factor that demon- 


ites the growing importance of 


Since the business _ originally 
‘ted, salesmen have been the 
kbone of wholesaling operations, 
ause it has been their responsi- 

to get out on the street, intro- 
e new products and bring in 


siness from contractors, dealers, 


‘ agent ° +> 
IS(trl1ais, Institu- 


municipalities, 
ns, and others, and, for 1940, in- 


ises in the number of reported 
smen more than keep step with 
increase in wholesale houses. 

Chis year 7,430 men are on the 
s staffs of independent electrical 
esalers, a number that is well 
e the total for 1939 when 6,893 
independent 


esmen represented 


lesalers. As a bit of subtract- 
will show, this means that 537 
re salesmen are digging for busi- 
s in 1940 than did a year ago, 
plying that much more intensi- 
sales effort to move wire, wir 


devices, conduit, tape, tele- 


es, lighting, small appliances, 
s, and all the other products 


uarly carried by the electrical 


i 
‘tant also is the fact that 
irom increase in the number of 
smen and with more indepen- 
houses than last year, there are 


more salesmen per house than 


939. Figures show that the 
ent average number of salesmen 
uding counter salesmen) per 


pendent wholesale house is 8.4, 
last vear the average (includ- 












ing counter salesmen) was 8.2. 

A study of the 1940 Directory 
of Electrical Wholesalers further 
reveals that independent wholesalers 

ane 
now are occupying 385,610 square 
feet of floor space in excess of that 
used in 1939, indicating that sub- 
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GEOGRAPHIC DISTRIBUTION 
of 
VERIFIED ELECTRICAL 
WHOLESALERS 


*Ind. tNat. Tot. 


Ala. . 14 
Ariz. 3 6 
Ark. ... 3 4 
Cal. . 54 | 7\ 
Colo. ... 11 13 
Conn. 17 25 
Del. 3 4 
Da C 4 7 
Fla. 16 l 26 
Ga. 13 18 
Idaho 2 3 
ill. 52 59 
Ind. 20 l 31 
lowa 15 22 
Kans. 9 12 
Ky. 12 15 
La. 13 16 
Me. 5 9 
Md. . 14 17 
Mass. 68 77 
Mich. 51 | 63 
Minn. 16 25 
Miss. 6 7 


27 
7 
11 
2 


N. Hamp. 3 a 
N. J 36 42 
N. M. 4 4 
m. Y, 132 | 151 
N. C. 12 20 
N. D | | 
Ohio 54 | 70 
Okla 9 14 


10 
85 
8 


- r 
& © 
< 
o 
~ Lae] 
Oo-—-WO—-WOoOWOWWOWUIC OWMWDODOCO $—- OWA —-— ONOWAWWWNS KN — WOW —-ONN Ww 


1 
. 8. . 3 3 
Tenn. 19 z7 
Tex. . 22 | 38 
Utah . 4 7 
Vt. 2 3 
Va. 14 23 
Wash. . 11 19 
W. Va. . 20 2 
Wis. 17 23 
Wyo. . 3 3 


Total . 907 271 1178 


*Ind.—Independent Wholesalers. 
tNat.—National Houses including Genera 
Electric Supply Corp., Westinghouse Electric 
Supply Co., and Graybar Electric Co., Inc. 





stantially more area was needed to 
give proper service to customers on 
one hand, and suppliers on the other. 

Although this Directory was de- 
signed primarily to list the whole- 
salers of electrical wiring materials 


and all concerns who distribute com- 
plete lines of construction materials, 
lamps and 
equipment, it shows also 


commercial — lighting 
that these 
wholesalers do not neglect other 
fields. For instance, 1055 or 89 per 
cent of them warehouse, promote 
and sell traffic appliances such as 
mixers, 


roasters, 


toasters, 
A considerable por- 
the major 


clocks, 
and so forth. 
tion of them also get into 
appliance field, distributing such 
























products as washers, refrigerators, 

ranges. 
Electrical wholesalers are very 

much in the radio industry 


as 15 
proved by the fact that 717 of them 
are handling radio receiving equip- 
ment. This represents a significant 
increase over last year when only 
688 of them distributed radio receiv 
ers, tubes and parts. 

While all of the firms listed in the 
directory are in either the commer- 
cial or industrial lighting fields, it is 
evident that in their drive for this 
type of business, they have not 
neglected the residential illumination 
market. The majority of them, 9&4 
to be exact, also sell residential] lig] t 
ing equipment. 

Indications are that in the mar- 
keting of residential lighting whole 
salers are making steady and im- 
portant gains because of the fact that 
contractors and dealers have come 
to depend upon the wholesaler to 
maintain a large and varied fixtur 
display. 

With the listings in the 1940 Dj 
} ] 


Dasis, trends 


rectory taken as the 


in the field of electrical wholesaling 


therefore mav be summarized as 
follows 


1—Independent houses are gait 
ing steadily in numbers. 
2—The number of salesmen ¢ 


ployed by each house Is 


creasing. 


ww 


-More houses are selling app! 
ances in 1940. 

4—More houses are selling ra 
dios, tubes and parts in 1940 
-More houses are equi 


4 | 


display and demonstrate com 
mercial, industrial and resi 
dential lighting. 


Thus there is every indication 
that, as an industry, electrical whole- 
saling is more than keeping pace 
with the broadening demands. that 
are made upon its facilities. 







Selling Stressed 
At Wholesaler Meeting 


Speakers and commodity committees emphasize need 


for constructive and 


intensive selling. 


Standard 


size and colors for price sheets urged by members 





LTSTAN DLN G feature of 
NEWA’s 32nd Annual Con- 
vention at Hot Springs last 
month was the attention and effort 
directed towards the creation of 
means designed to aid wholesalers 
in selling well established lines more 
effectively and introducing new de 
velopments to the best advantage. 

In his address at the Opening 
Session, John G. 
ported that D. H. 


mittee has been making etfective 


Johannesen_re- 
©’Brien’s com- 


headway in studying the major ap 
pliance industry in order to secure 
facts concerning the profitableness 
of this type of business. 

\nother 


been carried on by 


marketing study has 
Chairman 
George I. Hessler and his fellow 
members of the R.E.A. Committee. 
This group is securing facts on the 
rural market to show members how 
they can help contractors and deal 
ers cultivate profitably this fast 
growing market. 

Mr. Johannesen also stated that 
wholesalers have a splendid Oppor 
tunity to secure a marked increase 
in business made possible with the 
approval of small diameter wires 
for rewiring. Then he spoke of the 
market, 
told the members and guests that 


fast-growing fluorescent 
in a short space of time it has de 
veloped into a 35 to 40 million dol 
lar business and still continues to 
expand rapidly. 

Dana T. Ackerly, counsel, seemed 


16 


; 


to be half serious-half humorous 
in mood when he remarked, “There 
is nothing wrong with the world 
He re- 
ferred, of course, to the unfortunate 


that a miracle won't cure.” 


condition of Europe at the present 
On legal matters, Mr. Acker- 
ly said no new national legislation, 


time. 


directly affecting the wholesaling 
business, had been passed since the 
reminded the 
however, that 


last meeting. He 
wholesalers again, 
they are in interstate business even 
though they confine their sales and 
deliveries to their own states. They 
are interstate, he advised, because 
the products they buy and _ resell 


come from other states. Conse 
adhere 


closely to wage-and-hour, and other 


quently wholesalers must 
federal laws applicable to interstate 
business. 

Next speaker at the Opening 
Session was Dr. George W. Allison, 


field representative of the Modern 


Kitchen Bureau, who advised that 
successful 1 


appliance business is 


gained through cooperative sales 
and promotional efforts and is not 
the result of one man or concern. 
He took a crack at the saturation- 
bugaboo by citing how automobile 
and furniture sales continue strong 
every year in spite of high satura- 
tion figures. 

Johannes Steel, political-economic 
analyst, made an especially interest- 
ing and timely talk. 
this session was May 21, 


( Remember 


1940). 


He predicted that France and 
England would fight on, possibl 
for six to eight years if necessary 
but added that it would take thes 
two countries at least two years to 
reach military parity with Germany, 
and believes that the United States 
should do its utmost to help the 
Allies. 

In his opinion, if this count: 
should go to war it would be via 
of Asia, not Europe, so he urged 
strong defensive preparations wit 
West, becaus 


of our dependence on the Dut 


close watch on the 


East Indies for rubber and tin. At 
alarming point he mentioned 
that in case the Japanese should 
take over the Indies our tire a1 
rubber industries would be at 
standstill within six months. 

Recognizing the need for increas 
ing the efficiency of inside and out 
side sales personnel, the Executive 
Committee went on record as fol- 
lows: 

“During recent years many new 
men have entered the field of ele 
trical wholesaling in some direct 
Among 
many of these there may well exist 
some lack of proper understanding 


selling capacity or other. 


of the basic economies of wholesal- 
ing and of its essential operating 
problems. 

“These men and through them t! 
industry itself would be aided n 
terially if information of a factu 
character could be made available ‘ 
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em. An effective means toward 
hat end would be the designing of 

course of instruction along those 
pecific lines. 

“A number of salesmen’s courses 
ire offered today. While some are 
etter adapted than others to the 
needs of those in our own field no 
ourse at present, as far as we 
know, is “tailor made” for our own 
purposes. 

“It is therefore the opinion of this 
executive committee that an = in- 
tensive course of training and in- 
struction covering the basic eco- 
nomic and operative principles of 
electrical wholesaling would serve 

most useful purpose at this time. 

It is the opinion of this executive 
committee also that when and if 
such a course may become available, 
each member give careful considera- 
tion to the idea of requiring the 
members of his sales organization 
to take advantage of it.” 

\ll commodity committees work- 
ed hard at the convention. They 
urged the manufacturers to stand- 
ardize on price sheets with these 
dimensions: 83” x 10” with an un- 
punched margin from 145” to 13” 
wide. Color sheets recommended 
were: Cost to Wholesaler—russett ; 
Cost to Distributor—golden rod; 
Cost to Contractor-Dealer—blue ; 
Cost to Consumer—pink. 

Due to space limitations it is im- 
possible to publish all committee re- 
ports, however here are briefs of a 


tew of special interest : 


lustrial and Commercial Lighting— 
Your committee completed the prep- 
ration of a paper on the subject, 
wrescent Lighting—The Electrical 
Wholesaler’s Opportunity.’ Copies of 
s paper will be sent to the membership 


1 


rtly. In the interest of desirable 





i. 


¥ 


Mr. & Mrs. E. E. Hasselquist, Fox 
I ; Otto Frankenbush, Hawkins 
Mr. and Mrs. K. Snyder, guests. 
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operating economies your committee sug- 
gested to the manufacturers of fluorescent 
lighting fixtures the possibility of pro- 
viding a space in their packing for the 
fluorescent lamps. Some are doing this 
now and they report no inconvenience or 
appreciable increase in cost of packing. 
Others signified interest in the sugges- 
tion. 


Wire and Cable—“The desirability of 
more accurate quantity specifications on 
building wire job protection contracts 
was emphasized by the manufacturers 
and it was requested that wholesalers 
make a conscientious effort to cooperate 
to this end; it being believed that 
flagrant over-specifications of wire on 
job protection contracts, was wholly un- 
justifiable. The new small diameter wire 
development is the most important sub- 
ject on the horizon and your commit- 
tee suggests that all members make 
every effort to keep thoroughly posted 
on this very active subject.” 


Radio and Tubes—“This committee 
wishes to call the memberships’ attention 
to the increase in the sale of radio- 
phonograph combinations and home rec- 
ord making devices. Pushing the sale 
of these two classes of instruments is one 
of the methods that distributors can use 
to offset lower prices on standard home 
receivers.” 

As would be expected the con- 
ventioneers took advantage of some 
of the sporting facilities provided 
by The Homestead with golf once 
more leading in popularity. C. E. 
Mason won wholesalers’ low gross 
and John G. Johannesen bagged the 
blind bogey prize. Manufacturers’ 
low gross went to E. W. Ervasti, 
while H. J. Reinhardt won _ the 
award for blind bogey in the manu- 
facturers’ tournament. 

The ladies had their contests, too, 
and Mrs. Luther E. Reid set off 
for her home at St. Joseph, Mo. 
with a Folding Cocktail Tray for 
taking first place in the Women’s 
Putting Contest. Mrs. H. H. Ben- 
field came second, Mrs. N. J. Mac- 


Donald had third lowest score. 





C. H. McCullough, W. T. McCullough 
Elec.; Les Wheeler, Trumbull; H. W. 
Gee, Gee Electric, in porch confab. 


















R. B. McDaniel, J. H. McKibbin, J. M. 
Thompson, of Westinghouse. 





Mr. & Mrs. J. J. Mitchell, Bulldog 
Electric Products Co. 





G. L. Irvine, General Electric, and P. D. 
Briges, ILG Elec. Vent. Co. 





W. E. Stephenson, Sterling Electric; 
L. E. Reid, American Elec.; H. E. Ras- 


mussen, Peerless Electric. 






om » al 


The 
CAMERA 


H. J. Reinhardt, Frank Adam Elec., won mfgs.’ blind bogey—J. L. Owen, E. B. 
Latham & Co., N. Y. C., with big smile—A. C. Prange, G. E. Supply, watches closely. ( : | ( } \ 


at Hot Springs 


Ur. & Mrs. I. E. Greene, Southern Wire Men J. A. Hawks, Triangle; 
Tier Elec., Binghamton, N. Y. C. D. Slaughter, Anaconda. 


Mr. and Mrs. James H. Ben- 
nan, Jefferson Electric Co. 


& Mrs. L. E. Reid, American G. M. Hall, Jaqua Co.; H. O. Smith, 
»c. She is putting champ. Hdwe. & Supply, Akron. 


G. F. Holly, Youngstown; C. Dubsky, Crouse-Hinds— Graybar’s A. H. Nicoll and Herb Metz—W. Bieringer, Plymo th; 
W. E. O’Brien, McGraw; F. K. Gorke, Gorke Elec. R. S. McDonald, McDonald Elec., Miami. 
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UcGivern; A. J. McGivern, C.E.W.A.; Frank N.C. Goldman, Commercial Elec.; L. Mr. and Mrs. R. L. Knopp, Capitol Elec. Supply, 
W. Korsmeyer, The Korsmeyer Co. Lansing, Mich., get some time to relax. 


Greusel Distributing, Milwaukee. 










Perry, Perry-Mann, Columbia, 8. C.; M. J. R. A. Stott, Tristate Elec., and Jack H. Czech, H. B. Tompkins, and W. 1. Bickford, of 
Crouse-Hinds ; B. Merritt, Mill Power, Charlotte. Springett, A. H. ©& H. Wesco, line up with Chas. Dubsky, Crouse-Hinds. 


‘y 
_* P 


~ 
-~ 
| * 


‘ 







\ 


, 


\ 





¢ Richards; Ed Robinson, Crescent Wires; Jack Guy Griffin, Crouse-Hinds; B. A. Graham, In the lobby: M. P. Lewis, U. 8. Rubber; H. H. Ben- 
Paranite Wire. Chicago Flex. Shaft. field, Steel & Tubes; N. J. MacDonald. T. & B. Elec. 


ee 
& 


‘ 


i 


f 








“ Hey ond H. E. Seim, Bryant; Jack Springett, G. Wilkinson, Mill-Power; R. Fogleman, A. Anixter, Englewood Elec.; W. G. Sawyer, Virden 
»SH Irthur Stokes, Stokes Elec., Knoxville. Elec. Supp.; R. Rhodes, Amer. Wire. (Co.; H. Roseths, Co-op Elec.; J. G. Riesman, Royal Elec. 
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Small D 





lameter Wires 1 








THE OLD—Maximum 4 No. 14 type 
R Conductors. Capacity 3450 watts. 


ORMAL APPROVAL of small diame- 
ter wires by the National Fire 
Protection 
month presents the electrical indus- 
try with (1) a new opportunity ; 


(2) some changes in_ installation 


\ssociation last 


requirement S. 
Number One 


makes it possible to use small diame- 


the opportunity 


ter wires in stepping up current- 
carrying capacities of present con- 
duits, thus eliminating the trouble 
and nearly prohibitive expense of 
tearing up floors, walls and ceilings 
in order to install larger conduits. 
Consequently, with the aid of small 
diameter wires, wholesalers and 
contractors can show building own- 
electrical 


ers how present day 


20 





THE NEW—Many safe and practical 
combinations up to 12,690 watts capacity. 


standards may be obtained at a mini- 
mum cost, and without serious in- 
convenience to occupants. 

Obviously this job of rewiring 


America’s large buildings means 


immediate and _ additional 
business for the electrical industry 


much 


business that was stymied under 
all previous Codes. 
discus- 
sions of the commercial possibilities 


Because comprehensive 


small diameter 
wires were contained in our April 


made possible by 


and May issues and will appear in 
future issues, it is the primary func- 
tion of this article to deal with 
of the intro- 
duced by the 1940 Code concerning 


some technicalities 


building wires, so wholesalers and 





their salesmen can secure the im 
portant facts they will need i 
discussing the various wires wit! 
their customers. 


More Wires Recognized 


Under the 1937 National Electri 
cal Code, six types of insulations 
were recognized, whereas the 1940 
Code nineteen types 
The new Code (which will be pub 


recognizes 


lished early in the fall) also lists 
limitations; contains 
new current-carrying capacities ; in 


temperature 
allowable conduit fill 
for re-wiring. These several factors 
add up to make the situation more 
complex than heretofore. Just for 
example, under the 1937 Code it 
was understood that No. 14 wire 
Now No 


14 wire may carry anywhere from 


creases the 


could carry 15 amperes. 


6 amperes to 31 amperes, depending 
on the type of insulation and appli 
cation. These insulations and appli 
cations that must be known for it 
telligent selling are discussed in this 
article. 

It was mentioned above that 19 
types of insulations are now recog 
nized. However, such special con- 
ductors as varnished cambric and 
asbestos types will not be covered 
Rather we will deal with the m 
commonly used wires which are ap 
proved by the new Code. Here a: 
descriptions of the various wires 

Type R. The well establish 
Type R building wire has the san 
physical characteristics as under 1 
previous Code, though its current 
carrying capacity has been chang 
somewhat. (See tables 2, 3 and 4 

Type RW. This wire has be 


in use to some extent but has nev 
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esin the Code 


A summary of important points in the 1940 National Elec- 


trical Code dealing with new insulations for building wires. 





been approved under the National 
Electrical Code Insulation 
is of moisture-resistant rubber and 
is acceptable for use in raceways, or 


before. 


other locations where it will be sub- 
jected to water 
sheath. Not approved where ex- 
posed to oils, grease or gasoline. 
Types RP and RH. These are 


also rubber covered wires, but RP 


without a_ lead 


has been investigated for perform- 
ance rather than depending on a 
chemical test. RH is heat-resistant, 
can be subjected to high heats with- 
out breaking down. 


Small Diameter Wires 


Types RPT and RHT. 


have the 


These 
same class insulations as 


RP and RH, but are small diameter 
wires. Insulations are gy inch thin- 
ner than regular Type R. Type 
RPT is recognized in sizes No. 14 
to No. 10, while RHT can be made 
in sizes No. 14 to No. 8. Type RPT 
can be used for re-wiring only, but 
RHT can _ be _ installed 
Types R, RP and RH are used. 


Type RU. This is the latex wire 


wherever 








TABLE 1 — CONDUCTOR INSULATIONS — 600 
T Maximum Thickness 
Trade Name Pa Operating Insulation of 
— Temperature Insulation 
7 —— 14-10. 3/64 
| 8-2... 4/64 
Code R 50C (122 F) | Code Grade 1-4/0.. 5/64 
| Rubber 250-500. .... 6/64 
501-1000 . 7/64 
Over 1000. 8/64 
Moisture 
Moisture Resistant | RW 50C (122 F) Resistant Same as Type R 
Rubber 
Performance 
Performance RP 60C (140 F) Grade Same as Type R 
Heat Resistant RH 75C (167 F) 
Small Daeeater - 
Building Wire RHT 75C (167 F) 
(Heat-Resistant) 
Small Diameter 
Building Wire RPT 60C (140 F) 
(Performance) 
Small Diameter 
Building Wire RU 60C (140 F) 
Type RU) 
Small Diameter 
Building Wire SN 60C (140 F) 
(Solid Synthetic) 


Rubber 


| Heat-Resistant 
| Grade 


Rubber 


| Heat Resistant 


Grade 


Rubber 


Performance 
Grade 

Rubber 

90 Per Cent 
Unmilled 
Grainless Rubber 


Solid 
Flame Retardant 


Moisture-Resistant 
Synthetic Compound 
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Same as Type R 


14-10.. 


14-10.. 


2 
2 
4 
5 


2 64 
3/64 


2 64 


18 mils 


64 
64 
64 
64 


Outer Covering 


| Moisture Resistant 
Flame Retardant 
Fibrous Covering 


Moisture Resistant 
Flame-Retardant 

| Fibrous Covering 
Moisture-Resistant 
Flame Retardant 
Fibrous Covering 


Moisture-Resistant 
Flame-Retardant 
Fibrous Covering 
Moisture-Resistant 


Flame-Retardant 
Fibrous Covering 


Moisture-Resistant 
Flame-Retardant 
Fibrous Covering 


Moisture-Resistant 


Flame-Retardant 
Fibrous Covering 


None 


General Use 


General Use or in 
Wet Locations 


General Use 
General Use 
General Use 


Rewiring Existing 
Raceways 


Rewiring Existing 
Raceways 


Rewiring Existing 
Raceways 





having a rubber insulation of 90 
per cent unmilled grainless rubber. 
The rubber covering is vulcanized 
and covered with a flame-retardant 
and moisture-resistant outer cover. 
This is also a small diameter wire 
and has an insulation .O18 inch 


thick. For rewiring only, it is 
recognized in sizes from No. 14 to 
No. 10. 

Type SN. Various synthetic in 


sulations have been used, but syn 
thetic 


heen okaved by the Code previou 


building wires have never 
to 1940, This is a small diametet 


wire for re-wiring work only, 
recognized in sizes from No. 14 to 


No. 4/0 


is flame 


The insulating compound 
retardant, does not requiré 
an outer braid. 

So much for the main types of 
building wires approved under th 
1940 Code. In Table 1, we 


shi \\ 





TABLE 3 — COMPARISON’ OF 
CURRENT-CARRYING CAPACITIES 
OF THE 1937 CODE AND 
THE 1940 CODE 


Current-Carrying Capacities in Amperes 
Conductors in Raceways 


Type R 
1940 
Code 


Type R 
Size 1937 
AWG Code 


Type RH 
1940 
Code 


15 
20 
25 
35 


45 
60 
80 
91 


“NSLO DONS 


105 
120 
138 
160 


So 
oo 
ooo 


the important characteristics of 


these various conductors. 


Current Capacities 


\nother important phase of the 


has to do with changes 


new Code 
In current-carrying capacities. Since 
heat 1s dissipated more rapidly from 
wires in “free air’ (such as knob 
work, etc.) than f 


talled in conduits, the cut 


and-tulbe 





TABLE 2 
ALLOWABLE CURRENT — CARRYING 
CAPACITIES OF CONDUCTORS 
IN AMPERES 


For Not More Than Three Conductors in 
Raceway or Cable 


(Based on Room Temperature of 30° C. or 
86° F.) 


Size Rubber Synthetic | Rubber 

AWG Type RW. Type SN Type RHT 
or Tose R - ype RH 

MCM Latex 


Type RU 


Rubber 
Type RPT 
Type RP 


18 
23 
31 
41 


“~nNowhvUI Owons. 


So 
oo 
ooo 


rent Capacities of wires used in open 
wiring have been increased under 
the new Code 
Table 4. 


The Code also sets down definite 


For an example, se 


maximums of current-carrying ca- 
pacities on the various wires based 
on the fact that an insulating ma- 
terial that can withstand more heat 


without deteriorating, is able to 
carry more current. Current-carry- 
ing capacities of the various wires 
are shown in Table 2 
\nother important innovation in 
1940 Code is the 


a high ambient temperature of 


recognition 


the surrounding area reduces. the 
] 


current flow necessary to bring the 


insulation to the maximum _ oper- 
ating temperature. Normally, cur 
rent-carrying capacities are based 
on 30 degrees C. (86 degrees F.). 
When higher ambient temperatures 
are encountered, capacities are 
therefore reduced accordingly. Be- 
cause of this situation, either larger 
or more expensive conductors wil 
have to be used where ambients are 


igh as in boiler rooms, vulcanizing 


departments of tire factories and s 
forth. 

Table 3 is important and interest 
ing because it shows that current 
carrying capacities of Type R, 
sizes No. 6 and larger, have bec 
reduced from the 1937 Code. Tabl 
4, however, demonstrates how wir 
installed in knob-and-tube work 
in other words, in “free air’’—ha 
had current-carrying capacities 
creased this year. To use an ex 
ample, No. 14 wire can now cart 
about 33 per cent more current 
open work than heretofore. 


Wires In Raceways 


The 1940 Code also consider 
current capacities of each wire w] 
three or more conductors are in 


In Table Z. those curre1 


raceway. 
capacities of the various sizes ai 


tvpes of wires are based on 





TABLE 4 — COMPARISON OF THE 
CURRENT-CARRYING CAPACITIES 
OF THE 1937 CODE AND 
THE 1940 CODE 


Current-Carrying Capacities in Amperes 
Conductors in Open Air 


Type R | Type RH 
1940 1940 
Code Code 


Type R 
Size 1937 
AWG Code 


more than three conductors in 
raceway or cable. Now get this. 
there are from 4+ to 6 wires in 
raceway, the allowable currei 
carrying capacity of cach sha 
reduced to 80 per cent of vi 
shown in Table 2. If the numl 
ot wires installed is from 7 to 9, 1 
allowable current capacity of 
will be 7O per cent ot 

shown. 
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These altered values are based on 
e fact that the heat generated by 
ne conductor radiates to the others, 
msequently reduces their current- 
irrying capacities. 





TABLE 5 
DIMENSIONS OF SMALL DIAMETER BUILDING WIRES 


Types RHT and RPT 





How about neutral conductors ? Approx. Approx. Approx. Approx. 
Vell, they don’t have to be counted Size AWG Diam. Area Size AWG Diam. Area 
< ee : ; Inches Sa. In. Inches Sa. In. 

considered in this respect be- : 
juse a neutral conductor which 14 162 .0206 10 .200 0314 
irries only the unbalanced current 12 179 .0252 8 .261 .0535 
mm other conductors, as in the 

se of normally balanced circuits Types SN and RU 

three or more wires, does not : 

; ee 14 .130 .0133 2 423 .1405 
nerate much heat—certainly not 12 147 .0170 1 496 .1935 
ugh to be classified as one carry- 10 .168 .0220 0 537 .226 

full-load currents. - . | 
; ee. | - £227 .0405 00 583 267 
For an example to illustrate that 6 .314 0775 000 .634 .316 
int, let’s take the case of a 3-wire, 4 -363 1035 0000 692 -376 
fle phase circuit. The neutral ie 
: ‘ ; 1 Note—RHT recognized in sizes 14 RPT 1 RU s 14 to SN, sizes 14 
rries only the unbalanced current 
un the other conductors, so is not 
lded in determining the total num- 

of actual conductors. Because In addition to permitting the use to re-wiring only. Conduit fill 

more than three wires are in- of small diameter wires for re- new work, regardless of the wir 
Ilved, you would follow the figures wiring existing raceways, thus used, continues as set down in the 
ictly as given in Table 2. Now making it possible to get more 1937 Code. 

: ppose two, 3-wire circuits were conductors in a given area, the new Conduit fill permitted for the 
in the same raceway; then Code goes a step further than that. small diameter wires, Types RHT, 
re are four current-carrying It has increased the percentage of RPT, SN, RU, in rewiring exist- 

res and the capacities of each conduit fill for rewiring those same ing raceways are: 

L ( — cent of hgure et existing raceways. Be ure to no ( One conductor a racewa\ 6()¢ 
vn in the table. that this percentage increase applies All 

Two conductors a raceway—40 
fill 
Three or more a raceway—50 
TABLE 6 fill. 
NUMBERS OF SMALL DIAMETER WIRES IN CONDUITS OR TUBING Nadler the 1087 Cote: col 440 
as per cent fill was allowed 
Types RHT and RPT conductors or more. That makes 
noticeable difference. 
Size of Number of Conductors in One Conduit or Tubing + - +] 
Conduetes ~ In Table 5 are shown the sizes 
1 2 3 as 5 6 7 ~ 9 and dimensions of the four sn 
-_ diameter wires; then, in Table 6, 
14 Vg Vy Ve Va Vg Vy % i Ny , 
12 thy to ty Yo oy 3/, 3/4, 3/4 3/, are given the number of sn 
7 i i Ye 2 Pi Pie ,” Pe r. diameter wires that can be installed 
. . ’ 1% in various sizes of conduits 
~— reneantemeas That, then, rounds up the impo 
Types SN and RU tant changes as far as small diame 
ter wires are concerned. The entire 
1 1 1 1 1 1 : NaS ae" 
14 Mp 2 2 2 k Mp 2 yy: 2 situation isn't nearly as complex as 
12 i) Va Ve | Vo Vg Va Vg % 4 . y ; ae 
10 Vo 1 Vo 7 3/, 3, 3/, might be assumed at first glance ; bu 
8 Ve V% Ve % 4 % 1 1 1 it is absolutely necessary to hav 
6 Yo 3/, 3/, 1 1 11, 1% | 1% 1%, these important facts at hand 
5 VW 3% 3/4 1 1% 114 1% 1% 1/4 talking re-wiring jobs with con 
1 3 ogee - — : “4 
4 Ve 4 1 1 1% 1% 1% 1% 1% tractors, utilities, industrials, build 
3 Yo 1 1 1%, 1% 1%, 1% 1% 9 ing owners, and architects 
2 2 1 1 1% 1% 114 1% 2 2 It is expected that the 1940 Na 
: 1 1 1 1 : a 
' 4| 1% 1% _ 1% 1% ; 2 2 Z 2 2% tional Electrical Code will be pub 
0 3% | 1% 1/4 11 9 9 9 Qo Qo lished in August or September 
00 3% 1% 1% 2 2 2 2% 2% 29 Meanwhile, S/D jobs go in w 
000 3/4 1% 1% 2 2 2% 2% 3 3 es, rrr, Cn. tha - 
0000 1 1% 9 9 Qf Wf 3 3 3 local approval. So the selling 
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By 
Walter Holmes 


OU smack your lips at the 
thought of Thanksgiving tur 

key, but vou don't really have 
to wait for that date to enjoy this 
savory dish. Because here is a 
merchandising idea of Raybro 
lectric Supplies, Inc., of Tampa, 
Jacksonville and Miami, that was 
originated for the 1939 Christmas 
selling seasot but which can be 
adapted to produce profits any 
time of vear—right now, for in 


stance, to get those summer brides 


( 
well started wit electrical gifts, 
or later on this fall when vacations 
are over and ftolks are. settling 
down again. 

Basically, the program consists 
of a series of tested letters that 
brought startling results, evidently 
for two reasons: 1) They had a 
definite approach that had an effec 


; 96 


tiveness of 25 per cent, plus an un 
determined amount of later sales 
and consumer acceptance; 2) these 


letters demonstrated that intelligent 
buvers will pass up 
favor of 


“bargain” 
goods in higher priced 
items that otter added convenience, 
enduring quality, and beauty of de 
sign Furthermore, this quality 
angle has been found to apply par 
ticularly to the thousands of pres 
ents that are given vearly to young 
couples as wedding gifts. 

\nother reason why the cam 
paign went over so successfully is 
that the letters helped solve that 
perpetual problem, “What will | 
V1Ve to other 
words, the letters supplied sugges 


t 


so-and-so ?” In 


IONS. 

Toasters featured in the campaign 
and promoted through these sales 
letters were priced at $16.00 and 
customers passed up 8&8¢ toasters 
in the drug store windows in order 


to buv them Che same emphasis 


26 





Appliance Sales Letter 





on high quality brought plenty of 
sales of food mixers, vacuum clean- 
ers, and other items offered. 

This is how the sales drive went 
into action: A series of six letters 
were sent to each name on the 
dealers’ mailing lists, and though 
each had a different message, one 
hasic thought was impressed on the 
customer—buy something electrical 
of high quality from this dealer. 

One of the 
ceived Rayvbro letters on the letter- 


pros] ects, W ho re- 


head of a dealer, called that retailer 
on the telephone and spoke as fol- 
lows: “A while ago I received a 
letter from you folks advertising 
appliances. That first letter was 
interesting, but I wasn’t thinking 
about shopping at the time, so | 
threw it in the waste basket. An 
other of the series came. This time 
| read it carefully and decided in 
my mind that you had something 
good, but still didn’t do anything 
about it. 

letter. It 
ready to buy, so I am inviting you 


Today I received a third 
sounds good and I’m 


out to my house to talk it over.” 
The dealer called on this man, 
told his story, and came back with 
an order for $120.00 worth of 
It so happened that 
the customer was a busy man with 


merchandise. 


little time for shopping, but he 
learned that there was something in 
the electrical line that would be 
practical for each of his friends re- 
gardless of age or sex. And that 
electrical retailer landed $120.00 
business that probably 
would have gone for neckties, socks, 


worth ¢ of 


perfumes, and so forth. 
The Plan 


The plan described in detail be- 
low was used by 20 Raybro dealers. 
Nineteen of them reported that it 





had materially aided their business 
which must be considered an out 
standing record in any league. 

Formal announcement of this ap 
pliance sales building plan, as sup 
plied to Raybro salesmen, read 
part as follows: 

““A series of six mailings on the 
dealer’s letter head (which will be 
furnished by the dealer). This 
mailing will be handled completel) 
by us and will be mailed on th 
dates shown on each of the letter 
together with proper enclosed lit 
erature. The first letter will be 
mailed on (a fixed date) and mail 
ings will follow a week apart. 

“We will also enclose a_ car 
staggered in the mailing offering 
the dealer’s customer free a Uni 
versal stainless steel paring knit 
if that customer will present th 
card in person to the dealer. (He 


was an effective hooker for t 
dealer to use in securing definit 
leads—Editor’s note.) 

“This campaign is available 
all our dealers who place a min 
mum order of small appliance 
amounting to $100.00 net. 


The Dealer's Part 


“The dealer furnishes us wit 
1300 sheets of his letter-head t 
gether with 1250 envelopes, | 
mailing list of 200 names (minimut 
size list can be increased wit 
larger orders) and his check in tl 
amount of $18.00 to cover actu 
The letters are made u 
and mailed, and the dealer will r 
ceive copy of each mailing. 


postage. 


“On each list of 200 names 
will supply the dealer, without co 
to him, 50 Universal stainless s 
paring knives for the dealer to gi 


sth 


er 


away to those who take advantag 
of the offer. Additional kniv 
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Dealers provided Raybro Electric with names, 


stationery, 


rs Produce 25% Return etting heavy return for cooperating dealers. 


0 j=) 





2 
be purchased from us at our 
et cost of $5.00 per C.” 
Though this plan originally was 
pplied to Christmas sales, there is 
thing limited 
lea. As 


ries can be 


about the basic 


mentioned before, the 
used to good ad- 
season. For in- 


intage mm any 


tance, summer and early fall 


seasonal appeals are easily made. 
) Vacation time is at hand, so 
asters for picnics’ should be 
ushed. (2) An alarm 
lock always is useful for those who 


electric 


ave to go to work, or for son or 
laughter going to college, or for 
neral use. (3) All 
aftle day s, and how about a bet- 

iron?’ (4) With baseball here 
nd the fall football 
proaching, an extra radio will be 


days are 


season ap- 


eded for the use of that sports- 
nded family member in the den. 
lso this should be an especially 
od radio year with politicians 
mpaigning. (5) A coffee maker 
the shop or office for those days 
hen the bread-winner burns the 
idnight oil. 
he above suggests only a few 
a series of seasonal letters that 
be planned to suit specific needs. 


ailings to members of women’s 


1} 


s, social and church groups are 
so successful. This was done by 
small town Ohio retail electrical 
ler and the same plan might be 


proved by the wholesaler for 


I 


neral use. 
Building a Prospect List 


Che dealer secures a prospect list 
ply by reading local news. Mrs. 
Leary, he reads, is confined to 

bed. He quickly checks her 
ial group and learns that she is 


member of such a church and 


} 


1a lodge. 
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J $key 
Letterg are then sent to a mailing 
list of the church and/or 
members. The dealer regrets the 
affliction of the prospect's fellow 
Electrical appliances do 


lodge 


member. 
much in giving comfort to those 
confined to bed. This store has a 
stock of heating pads, 
health lamps, 
lamps for the bed, bed side radios, 


complete 
vibrators, reading 
and so forth. 

\nother letter is sent 
rates a_ bridal 


when a 
“fellow member” 
shower or a commencement gift. 
Other “leads” can be gathered out 
of any newspaper by the wide 
awake dealer, but in most cases it 
will be up to the wholesaler’s sales 
man to show 


should go about getting business 


dealers how they 


out of the news. 

Certain it is that the intelligent 
use of a series of follow-up letters, 
properly prepared and carefully 
timed, will create not only many 
actual and immediate sales but pave 
the way for future business, while 
at the same time such a procedure 
builds and helps to maintain con- 
tacts and the goodwill of countless 
customers. 

The experience of Raybro Elec 
tric Supplies, Inc., here related in- 
dicates that the 
helps his dealers 


wholesaler who 
in operating a 
mail campaign is well repaid for his 
effort. 

That need for helping dealers is 
an important factor sometimes 
neglected. In his travels, the whole- 
saler’s salesman sees and learns of 
many smart and practical merchan- 
dising ideas, which when related to 
other dealers, enables them to put 
these methods to work in their own 
The result 
for retailers, 


stores. more business 


repeat orders for 


wholesalers. 


Raybro did the 


postage. 
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Vain point to bear in mind when push- 
ing appliances is that they must be sold 
through the retailer, not just to him. 
G. E., Toastmaster, Universal, West- 


inghouse photos) 






rest, 













BULL DOG OFFERS ITS DISTRIBUTORS 


ON THE ONE HAND ON THE OTHER HAND 



















BUStRiIBUTION SYSTEMS 
plus the specialized engineering help 
of our local territory sales engineers 
in securing such orders for place- 
ment through Bull Dog Jobbers. 


QUALITY STOCK ITEMS 
which will enable them to get their 
share of local business for standard 
product items, by their ability to 
fill demands promptly from stock. 











The famous Vacu- 
Break Line of Safety 
Switches from 30 Amp. 
to 1200 Amp.—MASTER 
(Type A), STANDARD 
(Type C), and JUNIOR 
(Type D). 















An installation view of ‘‘Plug-in’’ BUStribution 
DUCT providing flexible Power in a modern Factory. 









A complete line of Main 
Service, Range and Light- 
ing Cabinets up tol2Branch 
Circuits with both Fusible 
and Fuseless Mains. 





ee 








Panelboards for Light 
and Power from 4 Cir- 
cuits to 42 Circuits, 
Fusible and No Fuse 
af Circuit Breaker Types. 


At Left: The New CIR- 
CUIT MASTER (circuit 
breaker) PANEL- 
BOARD. 







DiLticitiattiagiiat 





Universal Trol-E-Duct is a flexible systern for Lighting 
which permits new Lights to be added or old ones 
changed to new locations without the delay and ex- 
pense of re-wiring. 


BULL DOG ELECTRIC PRODUCTS COMPANY 


MANUFACTURERS OF Vacu-Break Safety Switches, Panelboards, Switchboards, Duct Systems — FOR LIGHT AND POWER 


DETROIT, MICHIGAN 


BULL DOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO, ONT. 
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MEN 


you should, row 





MAJORITY of business men are 

drawn toward their destiny by 

some inborn desire and fitness 
for the work in which they become 
successful. This is true of G. W. 
(Jerry) Weston,  secretary-man- 
ager of the Kansas City Electric As- 
sociation and president of the Inter- 
national Association of Electrical 
Leagues. No matter what business 
he might enter, his first thought 
would be organization—he couldn't 
help working for better business 
through fellowship and understand- 
ing. 

Mr. Weston graduated in electri- 
cal engineering at Purdue Univer- 
sity, then served with the Westing- 
house Electric and Mfg. Co. in a 
purely technical capacity. While 
iully aware of the opportunities 
ihead, he left that work in order to 
broaden his activities. His first 
hance at trade organization work 
ame when he took charge of, and 
built from scratch, the Woodenware 
\lanufacturers’ Association in Chi- 

Zo. 

He was still engaged in this work 
hen radio receiving sets were born, 
nd he became more than interested 

this new development. 
ulding sets and experimenting, he 
as one of the first to see the need 

organizing the radio manufactur- 
rs. Although this did not ma- 
rialize until some years later, his 


Jesides 
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G. W. WESTON of Kansas City 


Schooled as an engineer, Jerry Weston turned 


his energies to association work 23 years ago 


activities in the field resulted in his 
secretary-manager of 
what was then known as the Kansas 
City Electric Club, in 1923. Imme- 
diate expansion and wider activities 
benefited the local industry and the 
name was changed to the Kansas 
City Electric and Radio Association 
until it assumed its present title. 
Counting the seven years with the 
Woodenware people, plus the 164 
years with the Kansas City group, 
Jerry is credited with 234 years of 
continuous, full-time, paid work at 
trade organization. In point of serv- 
ice, this makes him one of the three 
oldest secretary-managers in the in- 
dustry. 
an electrical league in every city and 
believes each group should do as his 


selection as 


He sees a crying need for 


does, cooperate with other civic 


agencies, the Better Business Bur- 


Elec- 
trical Inspection Department and so 
forth. His motto is “First things 
first’ —carrying through each re- 
form in the order of importance to 
more and better business. 

It is worthy of note that Jerry 
Weston’s hobbies and recreations 
are an asset instead of a detriment to 
his varied duties. An interesting 
light he hides under a bushel is his 
ability to write both music and lyrics 
for songs that would pass muster 
anywhere. A former pro_ ball- 


eau, Chamber of Commerce, 


player, he is still very much an out- 
door man, with golf well in the 
foreground. The point is, he fits 
into any activity, light or 
that the gang sees fit to start, which 


serious, 


explains how he has been able to 
bring and hold together the various 
branches in the Association. 





Small Diameter 


FLAMENOL 


Reg. U. S. Pat. Of. 


BUILDING WIRE 


(For Rewiring Existing Raceways) 


Distributor salesmen selling G-E Wiring Materials 
have an advantage in the new rewiring market just 
opening up. Flamenol small diameter Building Wire 
developed by General Electric for rewiring existing 
raceways can be used for modernizing complete 
electrical systems. It is available in sizes 14 to 4/0 
inclusive. This new wire is the latest addition to the 
G-E line of wiring materials which is kept complete. 


EASY TO INSTALL 


Flamenol Building Wire is insulated with a synthetic 
compound which is tough, flame-retarding and re- 
sistant to moisture, oils, etc. No braid is required. 
It is easy to install because of its smooth, glossy, 
wax finish. 


INEXPENSIVE REWIRING 


Rewiring with Flamenol Building Wire is inex- 
pensive. Jobs that have been held up because of cost 
can now be undertaken. No new raceways are 
needed. Simply replace existing wire in raceways 
with larger capacity Flamenol Building Wires. A 
variety of bright permanent colors makes circuit 
testing easy. Color goes all through the insulation. 


Rubber-covered, Type R Flamenol, Type SN 


Relative Diameters of Type R and Type SN Building Wires 


MARKET IS LARGE 


Think of the market for this wire. Most buildings 
10 years old or older need to be rewired in order to 
use modern high intensity lighting and modern 
electrical equipment—office buildings, stores, apart- 
ment houses, schools, etc. Distributor salesmen sell- 
ing G-E wiring materials can not only supply this 
wire in the sizes wanted but also whatever other 
wiring materials are needed for a rewiring job. 

















COMPARISON OF WIRE DIMENSIONS 





Approximate Over-all 
Diameter (In 


Area in 
Square Inches 











40 

















Wiring Materials Sales Section, Appliance and Merchandise Dept., General Electric Co., Bridgeport, Conn, 


GENERAL ( ELECTRIC 
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Adequate Wiring 
Fills the Order 


The program means longer orders to manufacturer, 





wholesaler, contractor—to the consumer, satisfaction 





NO PRESSURE? 


ADEQUATE WIRING 
wll 


$ave Money FOR YOU | 

















HEN Electrician Richard Grit- Promotional mailing pieces and 
zan sold the owners a certified literature suitable for distribution 
adequate wiring job not long to and by contractors, contractor- 
igo, the Adequate Wiring Program dealers and dealers may be had 
eached down into the only non- at low cost. Featured are informa- 
lectrified home in Freeport, Pa. tion on standards, adequate wiring 
ind changed its totally unequipped planning charts, material on finan- 
status to one of high electrical cing wiring improvements through 
standards. F.H.A., and consumer mailing fold- 
\n excellent example of what the ers. Posters and Decalcomanias for 
idequate wiring program means to windows, trucks, etc. carry the 

msumer, dealer, contractor, whole- emblem and _ slogan. 
saler and manufacturer, this job All women’s and home magazines 
leant immediate profit all along the have carried feature material on the 
ne on the sale of wire, wiring subject of adequate wiring, in con- 
evices, boxes, control equipment trast to the fact that during the 
ind fixtures. It will also bring twenty year period before the start 
reater lighting and appliance sales of the program only two articles 
the future. had appeared on better wiring in 

It is not surprising that a plan women’s magazines. 
ith such concrete results has found Model home demonstrations have 
ane acceptance. Launched proved effective everywhere. Homes 
nly a little more than two years, which are listed at the National 
oN: itional Adequate Wiring Pro- Bureau have presented the story to 
1m now operates in 150 localities, approximately two million visitors. 
' dadiine a total of over 17,600,000 The Denver Electrical League 
sidential meters. opened its second adequately wired 
In a particularly fortunate posi- demonstration home on May 15. 
| m, the wholesaler is the contact On the entertainment program for 
: tween manufacturers and con- visitors is the “Lost Outlet Hunt” 
ictors. Available to him is a wide in which they try to point out the 
iriety of promotional material vital spot in the home where a con- 
sued by the Bureau which includes cealed outlet makes the wiring seem 
sound-slide film that has proved inadequate. Daily prizes are offered 
5 fective in uncovering leads and for the best answer giving the loca 
bs in Parent Teacher groups, club tion of the needed outlet and 

etings, etc. For wholesalers’ sales reasons why it is needed. 

inagers, there is a basic sales talk The West Penn Power Company 
\dequate Wiring which may be has compiled a 40-page book mak- 
ured from the Bureau’s head- ing a complete survey of the subject 
iarters at 155 E. 44th St., New of Adequate Wiring, includes in 
irk, its program for 1940 not only pro- 
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Graphic illustration of the essence of 
the adequate wiring story from a 24 
page visualizer put out by the St. 
Louis Electrical Board of Trade. 


motion in the new building market 
but also that of rewiring in existing 
homes. By equipping an old home 
with modern wiring for demonstra- 
tion purposes the Seattle Adequate 
Wiring Bureau is aiming at the 
latter market also. 

Adopted as part of an operation 
involving ‘mated construction of 
100 small homes in 1940, T. P. 
McNulty, a builder of St. Louis 
County expects to certify each home, 
calls adequate wiring “an estab- 
lished industry measuring stick.” 

The Electrical League of Youngs- 
town estimates that of a total of 32 
nase to which certificates were 
issued during a given period, an 
average of 20 additional outlets were 
included on each job. A survey of 
+} 


results, through the operation of 


the Five Star Home Bureau at 
Buffalo shows that the promotion 
has resulted in an increase of 35 
outlets per house, and in the case 
of 100 Five-Star homes studied an 
average increase of 120 KWH, or 98 
per cent greater consumption than 
at the previous addresses 

These are but a few examples to 
show how various groups are 
putting adequate von across and 
the results attained. T| program 
continues to grow faces month and 
its increasing success spells in- 
creased sales of wiring equipment 
for wholesalers and their salesmen. 





31 


FOR MAXIMUM LAMP PERFORMANCE 


Fluorescent lighting in the 
Steel Sales Corporation 
offices, Chicago — instal- 
lation by Blue Ribbon Mod- 
ern Light Co., Chicago. 


To make the most of daylight lighting with fluorescent lamps—to be sure 
of results that will bring you additional business and profits—consider 
carefully the selection of the Control Equipment. 

Specialists for over 25 years—1915-1940—in the making of chokes, 
transformers and similar control units for Neon luminous tubing, X-ray 
lamps, mercury lamps—Jefferson Ballasts and Auxiliaries for fluorescent 
lamps incorporate the same degree of skilled engineering, liberal 
design, manufacturing craftsmanship and dependability for long hours 
of trouble-free service. ... Advice on fluorescent lamp problems is avail- 
able at all times. Write for Bulletin 401FL. 
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Lighting 
Goes The Year Roun 


Backed by experience with a utility, manufacturer 


and wholesaler, his advice is “Sell better light- 


ing and sell it wherever you think it is needed 


%9 
. 


By Roy Myers, 


Lighting Sales Dept., General Electri 
Supply Corp., San Francisco 





INCE graduating from the Uni- 

versity of Minnesota, I have 

concentrated on the lighting 
held. In that time I’ve spent ten 
ears with the Northern States 
Power Co., St. Paul; six years with 
Curtis Lighting and eight years in 
1v present job. 
So my work has given me the 
hree angles of approach used in 
hree vital branches of the industry 
ir selling better illumination. These 
ree enjoy one important common 
iewpoint. That is, “Sell better 


1 
oA 


iting and sell it wherever you 

nk it is needed.” 

It seems to me that every whole- 
ler’s salesman must know the two 
three simple basic rules of illu 
nation. Also it is essential that 

+}] 1 


ighting 


- ] 4 
line men know what 
yment they have to work with, 
ist as the prescription clerk knows 


++7 ¢ ¢ nwbaas 
s bottles, and an artist 


his paints. 
s all of us know, this information 
n light sources and various fixtures 
available from manufacturers. The 
ghting game is turning over fast. 
hey say the human body renews 
self in seven years, and certainly 
any old lighting jobs ought to be 
irked out of the system in the 
me length of time. 

That’s what has broken down the 
ld view of lighting as being purely 
asonal—that, and the necessity for 
e sales force to step out and fill up 
leys caused by depression and re- 
ssion and badcession generally. 
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The strongest selling argument, | 
tell our fellows, is the human eye. 
Save it and at the same time get 
more value out of it. There you 
have a sound sales story. Anyone 
will listen to it and act as well. 
That’s why so many schools are re- 
placing their installations nowadays, 
installations which are made largely 
during the summer. 

Warm summer evenings on the 
road invite the tired salesman to 
soft-ball games. If his host town 
hasn’t an illuminated field he can 
promote one—profitable to all con 
cerned. Wise communities are pro- 
viding recreation for leisure which 


} 


comes from shorter hours and day 


light saving time. 
] 
i 


1 


alisO T¢ our men apout ali-year 
I also 1 bout all- 


lighting sales opportunities and try 
to picture the early days of crimped 
glass collars and crude porcelain 
bowls gathering dust on wholesalers’ 
shelves all summer and shipped out 
only when winter came along. They 
weren't quite so seasonable as 
Christmas tree outfits, but still they 
left their seasonal mark on the 
wholesalers’ sales-by-lines reports. 

How to absorb new lighting 
items, lines, and even principles in 
such an ever-shifting picture is a 
major problem. Samples are poured 
in from all sides. Every manufac- 
turer has his infallible recipe. Tech- 
nical papers are full of them, in 
language sometimes too rarified for 
average sales inhalation. 





Believing the wholesaler’s salesman 
should know something about a custo- 
mer’s business, the author goes to the 
museum to refresh his mind about 
schools of art and their lighting needs. 


These six-bit words might be all 
right. There’s a time when they 
should disappear, though. And 


that's when the seasoned salesman 
1 


language. 


talks his customer’s 


Talk users’ terminology. Put 
vourself in his shoes. See his prob 
] 1 1 ] ' 


lems, where he stands, and presto 
You're in his shoes! Yes, sir, it is 
the subtlest and sincerest 1 


to show real interest in a prospect's 
profession or business. 

For instance when pointing out 
the lustrous beauty of a rug pattern 


under fluorescent lhght, show that 
you, too, know something of the 
“Golden Journey to Samarkand” 
which finally brought those rugs 
across the seas. 


the rug department may bring 


The sales job you 
do on 
a revamped lighting installation in 
the whole store. 

And finally, lumens, watts, foot 
candles may bulk large under the 
surface, like icebergs, in a lighting 
layout but they should be nearly in- 
visible—or inaudible—on the sur- 
face of sales argument. 











GENERAL ELECTRIC AGAIN 


REDUCES PRICES OF 
A “FY FLUORESCENT LAMPS 











“INDOOR DAYLIGHT’ 
MAKES SEEING FASTER! 


In industrial plant of- 
fices .. . and business 
offices too, work goes 
faster and more effi- 
ciently with fluores- 
cent daylight. 48-inch 
G-E fluorescent day- 
light lamps provide 50 
footcandles in this fac- 
tory office. A wide va- 
riety of approved fix- 
tures now makes fluo 
rescent lighting easy 
and profitable to sell. 











INSPECTION is made easier and eye- 
strain lessened by G-E Fluorescent 
lighting installations such as this one 
over inspection tables of a tin-plate 
plant. This better lighting has speed- 
ed production and reduced spoilage. 


THIS MERCHANDISE ON DISPLAY 
took on added glamour when lighted 
with fluorescent daylight. Both color 
and detail are emphasized. Show cus- 
tomers how fluorescent lighting can 
build their profits! 














ore 
LOOK FOR THIS TAG — certifying 
that fixture meets specifications set 
up by MAZDA lamp manufactur- 
ers. Fleur-O-Liers must be equipped 
with auxiliaries (ballast and starters) 
certified by E.T.1l 


lower Prices wij help 
as dollars 9° furthe, 
in Selling More light 
— footcandies, 
ee lamps and 
Wide range of 
new [Pproved fixtures 
now “Vailable. 


Complete 


"++ Teady 
to instal]! 


WIDE CHOICE OF FIXTURES. For best 

results, G-E MAZDA “F” lamps are 

recommended for use only with 

equipment providing good power 

factor ... fixtures such as Fleur-O- 
iers or RLM industrial units. 





NEW REDUCED PRICES 
EFFECTIVE JUNE 1, 1940 
ON MAZDA “F” ( fluorescent) LAMPS, daylight and white 
was now 
Bo 2ceue 


T-12 


20 watt T-12 
30 watt T-8 .... 
» 92. 


watt 
5 watt 


{0 watt T-12 


Prices also reduced on blue, green, pink, gold, and red “F” lamps. GE. makes cals 
the fluorescent 
lamps but is glad 
to recommend ap- 
proved fixtures. 
Photo shows neu 


48''G-E MAZDA 
“F” lamp. 


NEW LOW PRICES ON OTHER G-E LAMPS FOR BUSINESS 


was now was 
B56.6 28 -$1.20 
SOc... -He 
50c...45¢ 


now 


RS anaes 500 watt 


200 Walt. <ccees 750 watt 


300 watt (med. base) 1000 watt 


LN? TODay for n 
ag and How to Sell It:’? Packe 
— ‘s, facts and usefy!] er alin i 
— ype of lighting, Write ( 

€Pt. 166-W-F, Nej, P 5 


ew ™ 

free booklet «} luorescent 
ed with selling 
rMation about this 
se age veneral Electric Co. 
ark, Cleveland. Ohio. 


G-E MAZDA F LAMPS 
GENERAL €@ ELECTRIC 


i 


WHOLESALER’S SALESMAN — June 194! 


















NEW PRODUCTS you can Sell 





ROASTER 








Electric roaster equipped with a built-in 
time clock control which will start cook- 
ing and stop it at predetermined times. 
Automatic thermostat with signal light 
control, 4-position wire bake rack, remov- 
able porcelain enameled heating well. 
National Enameling & Stamping Co.., 
Milwaukee, Wisc. 
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CIRCUIT BREAKER 








Circuit Master" is a combination switch 
and automatic circuit breaker for on and 
ff manual switching plus automatic open- 
ng on overloads or short circuits. Red 
signal indicator projects only when cir- 
suit is automatically opened. Fifteen to 
50 amp., 120V a.c., 120-240V a.c. Bull 
Dog Electric Products Co., Detroit, Mich. 
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OPPORTUNITIES 


New methods and new products 
offer wholesalers’ salesmen new 
opportunities for creating interest 
and sales among their contrac- 
tors, dealers, and _ industrials. 
For this reason, WHOLESALER’S 
SALESMAN uses” several pages 
each month to introduce profit- 
making newcomers. 











BX CUTTER 








Jaws are formed to take armored cable 
of any make, two or three wire No. 12 
or No. 14. Necessary only to open jaws 
wide, insert cable and snip. Is claimed 
to cut without injury to wire insulation. 
Ideal Commutator Dresser Co., Syca- 
mere, Ill. 
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RESISTOR CABLE 


Deltabeston resistor cable, designed for 
connecting banks of resistors where mois- 
ture and heat are prevalent. Insulation of 
layer of Flamenol tape next to tinned 
copper conductor then layer of asbestos, 
finally overall asbestos braid with heat- 
and-moisture-resisting finish. In sizes from 
No. 14 to 4/0 and with stranded conduc- 
tor from No. 14 to 1,000,000 C.M. Gen- 
eral Electric Co., Bridgeport, Conn. 





IRON 








No. 970 iron has 3-speed selector regu- 
lating heat according to requirement of 
user. Dial indicator for various fabrics. 
Air cooled handle, built-on cord with 
rubber guard. Proctor Electric Co., 
Philadelphia, Pa. 
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INTERCOMMUNICATING SYSTEM—— 





TELEMATIC MASTER 


The Telematic, a 5-station Dictograph in- 
teroffice communication system especially 
designed for use in small offices and busi- 
ness organizations. Supplied in standard 
units of | Master and 4 Intercom-sta- 
tions, for operation over lines not exceed- 
ing 1500 ft. Dictograph Sales Corp. 
New York, N. Y. 
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@ Dublbrak Panelboards and Dead Front Circuit 
Breaker Switchboards are installed in the new Engi- 
neering Building of the University of Connecticut. 
Erected by the Department of Public Works, State 
of Connecticut—Robert A. Hurley, Commissioner. 





PLUS-SALES FOR THE WHOLESALER 


The new thin-wall wire has opened up a tremendous field for the wholesaler 


—not only for the wire itself, but for panelboards, switchboards, etc. You 
will find a ready market for 


‘)) BRANCH CIRCUIT BREAKER PANELBOARDS 


which require 331% less space than is 
needed for switch and fuse type branches. 


That means at least 50 per cent more circuits in the old 
cabinet space. At comparatively small expense, the owner 
can secure new panelboards for his branch circuits, with 
modern protection, without disturbing the cabinet box that 
is permanently built into the wall structure. Stress these 
advantages in your selling. 


Stock Products for Quick Sales 


They will be called for frequently. Architects, engineers and 
contractors know that Products are built better than 
necessary — that they are designed with a view of being 
ornamental as well as practical. 


At Your Command 


are the services of the Sales Organization on all jobs 
requiring specialized sales effort. Get in touch with our 
nearest Sales-Engineer. If you don’t know his name, write us 
...And get your copy of new Catalog No. 56... Frank 
Adam Electric Company, St. Louis, Mo. 


Ttheh) 


Paeaenea 
sf arn’ 
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ATTIC FAN 





















For summer cooling, Coolvent Attic Fans 
are supplied in sizes to deliver from 4,070 
to 21,000 C.F.M. Fan wheel diameters 
range from 24 in. to 54 in. and operate 
at speeds of 281 to 577 R.P.M., designed 
for quiet operation. Autovent Fan & 
Blower Co., Chicago, Ill. 
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BROILER 








Heat Indicator Broiler, Model B4PNS 
gives temperatures at readings—warm, 
moderate, hot, broil. Features are metal 
covered asbestos tray which protects 
table top, aluminum drip plate, easy- 
clean heating element, adjustable wire to 
rack allows fast or slow broiling. Prevore 


Electric Mfg. Co., Brooklyn, N. Y. 
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FLUORESCENT RESISTORS 





Series resistors for use in power circuit 


o+ 


fluorescent lamps can be used as ac- 
cessory or built-in equipment. For use 





with G.E. type d.c. reactors or equiv- 
alents. In 5 types to take care of 15 
and 20 watt lamps on 120V and 30 and 
40 watt lamps on 240V. Clarostat Mfg. 
Co., Inc., Brooklyn, N. Y. 


When writing 
mention 
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PLUGGING SWITCH 








For controlling motor stopping, a plug- 
ging switch makes fundamental use of an 
Alnico magnet, eliminates frictional parts 
or clutches. Features are compact de- 
sign, low operating torque, immunity to 
heat. Tripping speed can be adjusted. 
General Electric Co., Schenectady, N. Y. 
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FLUORESCENT LUMINAIRES 





SkyLux luminaires, both Twin and Single 
units are designed for use with the 48-in. 
tube. Units can be used as individual 
luminaires or coupled together. Con- 
struction features include Fluracite re- 
flectors, lamp shielding to prevent alare, 
decorative end caps in aluminum, brass 
plated shields and mouldings. Curtis 
Lighting, Inc., Chicago, Ill. 
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FLUORESCENT DESK LAMP 


Double arm fluorescent lamp for office or 
factory is adjustable at 3 points to 
provide light where needed. Height 
15 1/2 in., width fully extended 23 in., 
uses 18 in. tube. Clamp-on type base 
houses operating auxiliary. The Miller 
Co., Meriden, Conn. 
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PHOTOLAMPS 








Made in No. | and No. 2 sizes. Accord- 
ing to the manufacturer, the lamp on 
the left has an output of 8650 lumens, 
is rated at 5 hour service period, No. 2 
photolamp has 17,000 lumen output, with 
10 hour service period. Elram Lamp 
Works, Hoboken, N. J. 





When writing 
mention 
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RANGE CORD 





Three-wire all-rubber Unicord for elec- 
tric ranges is available with 2 No. 18 and 
| No. 10 conductors or 2 No. 6 and | No. 
8 conductors. Facilitates connection of 
ranges having terminal blocks near the 
floor line. General Electric Co., Bridge- 
port, Conn, 
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PRIVATE TELEPHONE SYSTEM 
for EVERY Purpose 


Because the need for fast interior communi- 
cation is recognized in business organizations of 
every size—from tiny shops to huge factories— 
your market for Automatic Electric private tele- 
phone systems is practically unlimited. 

In answer to the varied demands of this broad 
market, Automatic Electric offers a line of 
private systems ranging from the simplest 2-sta- 
tion sets up to the most elaborate systems 
employing hundreds of stations. 


S& 


With this handsome array of interior tele- 
phones from which to choose, you can provide 
your customers with precisely the type to fit the 
requirements of each. 

If you are not now selling Automatic Electric 
private telephone systems, begin at once. This 
business is profitable and friend-winning. Our 
representative in your territory will be pleased 
to give you literature and prices. Talk to him 
today! 


These intercommunicating systems are designed 
for private service. They are not intended to be 
connected with the public telephone system. 


VAIN 
AUTOUMATILG 


PRIVATE 


INTERIOR TELEPHONE 


SYSTEMS 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, Illinois 


Sales and Service Offices in Principal Cities . 
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In Canada: Canadian Telephones & Supplies, Limited, Toronto 
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TIME SWITCH 




















With a range of 21 1/2 hours, electric 
time clock turns on current at time set 
and turns it off at pre-determined time. 
Applicable to radios, roasters, and other 
electrically operated devices. Swartz- 
baugh Mfg. Co., Toledo, O. 
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COOKING APPLIANCE 





No 569 Twin-Grid-A-Bout makes pan- 
cakes and waffles. Both appliances can 
be operated at one time or independ- 
ently. Chromium plated, walnut han- 
dles, three way reading indicator on each 
unit. Dominion Electrical Mfg., Inc., 


Mansfield, O. 





When writing 
mention 
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AUTOMATIC RESET TIMER 





For use where precise timing is required, 
timer automatically resets to starting 


osition after each operation or upon 
pening or interruption of power supply. 
n latter case it automatically repeats 
ull cycle of operation when power is 
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restored. Totally enclosed, has definite 
snap action and positive lock. Contact 
capacity of 10 amp. at 115V or 5 amp. 
at 230V. The R. W. Cramer Co., Inc., 
Centerbrook, Conn. 





When writing 
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WINDOW FAN 














\ VIKING 


ASE 


For comfort and cooling by drawing in 
outside air and expelling inside air, Model 
122 window fan is easily installed, pro- 
vides about 3500 C.F.M. Viking Air 
Conditioning Corp., Cleveland, O. 
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DRY SHAVER KIT 





Kit includes “Captain model shaver 
equipped with "Whisk-it'’ for catching 
clippings and cord, embodies leather 
case with mirror, comb, and small com- 
partment for studs and personal jewelry. 


Schick Dry Shaver, Inc., Stamford, Conn. 





When writing WHOLESALER’S SALESMAN 








PHOTOELECTRIC CONTROLS - 








Photoelectric controls for such applica- 
tions as regulating, counting, signalling, 
and sorting Model 64 has three in. col- 
lector lens for increased sensitivity, uses 
a 6J5 tube with long life expectancy. 
United Cinephone Corp., Long Island 
City, N. Y. 
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D.C. MOTOR 











Special d.c. motor not only drives a 
piece of equipment on d.c., but also fur- 
nishes 60 cycle a.c. current for the op- 
eration of an auxiliary function. Kato 
Engineering Co., Mankato, Minn. 
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FLUORESCENT LUMINAIRE 





Self-contained fluorescent luminaire for 
two 40-watt fluorescent lamps with en- 
closed Tu-Lamp controls, is suitable for 
industrial, commercial, school or public 
building installations. Supplied com- 
petely wired, less lamps. Exterior finish 
is aluminum. The Wiremold Co., Hart- 
ford, Conn. 






el 
AFTER ALL— 


SHAWMUT 
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LAMP RECEPTACLE 


Receptacle for prefocused lamps fea- 
tures base ventilation, high heat resisting 
molded asbestos-base body, precision 
production and assembly procedure, a 
"stop", and low contact resist- 
Rated at 1000 watts, 125 to 250 
American Phenolic Corp., Chi- 


positive 
ance. 
volts. 
cago, Ill. 
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STANDLITE 





For use in areas requiring evenly diffused 
light, the Indirect Standlite has finish 
which protects against tarnishing. De- 
signed for easy assembling, wiring, and 
servicing, the standard finish of reflector 
is vitreous fired enamel, porcelain white 
inside, green outside. Goodrich Electric 


Co., Chicago. 
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FLUORESCENT FIXTURE 


Fluorescent hood fixture made in 8 sizes 
for one or two lamps of any size. Ex- 
terior, black wrinkle; reflecting surface, 
satin chrome or baked white enamel. 
Open ends permit continuous trough 
lighting; closed ends supplied if re- 
quested. Splaylite Division, National 
Store Fronts, Boston, Mass. 
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ADIN. HU UAL 


INNTIOEIUTOUUEEUAUCUL UU 


for every type of electrical con- 
nection. 


tube, bar, 


More than 6,200 items. 


For any combination of 
cable, or wire. 


Clamp Type 
Tees in all sizes 
High copper 
alloy; machined 
contact sur- 
faces 


Self-Locking Tees 
that hold perma 
) ght With 

out exten- 


Reducer Con- 
nectors for 
different sizes of cable 
with Everdur bk 


High copper 
»lts, nuts, lockwashers, 
You will be interested in the many 
NEW and IMPROVED fittings in 
the Penn-Union Catalog. Write 
for it. 

Every item thoroughly tested, and 
Dependable. 

Preferred by leading Utilities and 
“Industrials.” 

Sold by leading jobbers 
PENN-UNION ELECTRIC 
CORPORATION 
ERIE, PA. 

You'll find it in the complete line 


UNION 


Conductor Fittings 
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MULTIBREAKER 





RUBBER COVERED POWER CABLES e BUILDING WIRE 


BARE WIRE 


®@ SINGWNVS GAHSINUVA 


Type M-l moderately priced circuit 
breaker. Indicating handle shows clearly 
whether "On"", "Off," or ''Tripped". Ca- 
pacities in a range from I5 to 50 amp. 
Flush or surface mounting. Westinghouse 


Elec. & Mfg. Co., East Pittsburgh, Pa. 


wren write WHOLESALER’S SALESMAN 
mention WE LER’S 


MAGNET WIRE 


e 
SGUOD AIAIXA1A 


2" 


YOu can change this picture with 


CRESCENT 
SYNTHOL type SN 


Small Diameter Building Wire 


It employs a synthetic insulation 


SOCKET EXTENSION 


ii 





Bakelite socket extension features con- 





struction giving permanent attachment of 
Bakelite husk to one piece shell; both 
center contacts rigidly attached to one 
piece shell by porcelain bosses. Eagle 
Electric Mfg. Co., Brooklyn, N. Y. - m 
which permits the smallest pos- 


sible outside diameter on 600 volt 


wires for use in rewiring existing 
>< 
raceways. It is moisture resisting, C59 


flame retarding, oilproof, sun- 
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OPEN SIDE THIMBLE CLEVIS 


ope ° Four #14 Type R Code 
proof, easy fishing, clean strip- Wires permit 3450 Watts 


ping, SAFE and PERMANENT 
CRESCENT 


INSULATED WIRE e) & CABLE CO. Inc 


SATAVS AVMWUVd GNVY GASVINGA GVA 


Designed to eliminate difficulties of line TRENTON, NEW JERSEY 
threading and avoid injury to conductor, 
open sided thimble clevis is intended for 
angle work up to 60° Attachment bolt 
furnished is '/2 in., but will accommo- 


date 5/8 in. bolt. Hubbard & Co., 
Pittsburgh, Pa. 


Jobber Co-operation—A Permanent Policy 


Atlanta Baltimore Boston Buffalo Chicago Cincinnati Six #12 Type SN Small 
Cleveland Detroit Indianapolis Kansas City Diameter Synthol Wires 
Los Angeles Minneapolis New Orleans New York it 6345 Watts 
Philadelphia Pittsburgh St. Louis San Francisco paren . 


CRESFLEX NON-METALLIC SHEATHED CABLE e SERVICE ENTRANCE CABLE 


A1THVS GIYOnNUV 


wren writiva WHOLESALER’S SALESMAN | CRESCENT ENDURITE SUPER - AGING INSULATION 
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GOOD CHEER runs high when 
H. S. Wright, Neil T. Witt, Jr. and 
T. H. Carr get together. Wright man- 
ages the electrical department of 
Riechman-Crosby Co., Memphis, 
Tenn. Witt specializes on Birdseye 
lamps for that concern. Carr is a 
Birdseye representative. 


MANAGER of the Westinghouse 
Supply branch at Tacoma, Wash., and 
two of his aids. J. R. Wells, center, 
who is responsible for Wesco activi- 
ties in that area, has been brought 
up in the electrical business, starting 
in 1901. On his left is R. H. Fewell, 
office manager. W. O. Fawsett, who 
works in the warehouse is on his 


CUSTOMERS who approach the 
counter of Lighting Fixture & Elec- 
tric Supply Co., New Orleans, are 
going to go away plenty satisfied when 
these two salesmen get to work on 
their electrical requirements. Sales- 
men are J. B. Echart and F. J. 
Stratton. 


42 


Austin Election 


CHICAGO—At a recent meeting of 
the stockholders of the M. B. Austin 
Company, the following officers were 
elected—M. B. Austin, Sr., chairman 
of the Board; M. B. Austin, Jr., pres- 
ident; W. W. Kingsbury, vice presi- 
dent and secretary; A. H. Friend, 
treasurer. 


Wesco Ups Brode 


E. C. Brode has been advanced to 
merchandise manager of the Central 
District for Westinghouse Electric 
Supply Co. With headquarters at 
Detroit, Brode has charge of mer- 
chandise operations in Michigan and 
Ohio. Mr. Brode attended Ohio 
State University, went with Wesco in 
1926 as a warehouseman at Cleve- 
land. Within a year it was apparent 
that he should be calling on the trade, 
sO was promoted to the sales force. 
From there he has moved ahead to 
his present position. 


New for Spring 


CHICAGO—Changes_ taking place 
during the last four months at the 
Chicago Lighting Institute add up to 
a repainted auditorium, new floor cov- 
ering to replace worn carpets, a 1940 
version of a well-lighted store where 
staff members will be able to demon- 
strate all forms of store lighting, a 
refurnished bungalow, with a new 
fluorescent laboratory to be added in 
the near future. 


PLATFORM SPEECH or watching 
the sunrise by Harlan A. Eveleth, who 
is usually out bagging plenty of busi- 
ness for Wholesale Radio and Elec- 
tric Supply Co., San Francisco. 


New Quarters 
For Granite City 


QUINCY, MASS.—A new home for 
Granite City Electric Supply Co. 
located at 1615 Hancock St. Severa 
times as large as the former quartet 
on School Street, the new store has 
display room in front, offices and stoc! 
room in the rear, is effectively de 
orated and carefully planned. 


Construction Started 


HARTFORD, CONN.—A new build 
ing is going up at 6 Hoadly Plac 
which will house the Capitol Light 
and Supply Co., wholesalers of elec- 
trical supplies, radios, and other elec 
trical appliances in this territory. The 
new building, 80 by 90 feet will be oi 
one-story brick and steel fireproof con 
struction, and is scheduled to be fin 
ished by August 1. 


Manufacturers Agents 


PHOENIX — Roberts-Snow Sales 
Company is the name of the manu 
facturers’ agents concern recently 
formed by E. M. Roberts, Jr., and 
Nick K. Snow. A background as a1 
independent jobber and a retailer 
gives Roberts a rounded picture of th« 
electrical business, while his associate 
has been representing a wholesale con- 
cern in Arizona and New Mexico. 


INFORMALITY completely  ex- 
pressed by Charles Scholibo, general 
sales manager of Southern Electri: 
Supply Co., Houston, Tex. Expanding 
sales and the warm Gulf of Mexico 
cause this “Personification of Con- 
tentedness.” 
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Same Policy 


BUFFALO, N. Y.—Policies laid 
lown in 1923 for the guidance of the 
Electric League of the Niagara 
Frontier will remain essential to plan- 
ning by the newly incorporated Elec- 
ric Association of the Niagara 
Frontier, Inc. The new Association 
succeeds the League and will foster 
educational programs to bring about 
better living through the proper use 
f electrical appliances and equipment 
n home, office, store and factory. 









Officers are Merrill E. Skinner, 
president; Robert D. Glennie and 
Raymond W. Mitchell, vice presi- 


lents: and Richard Wabhle, treasurer. 
Weldon D. Smith will serve on the 
executive committee. Samuel S. Vine- 











berg, manager of the corporation, 
vas elected secretary. 


Landmeier Advanced 


COVINGTON, Ky.—Edwin W. Land- 
meier, chief engineer of The Wads- 
vorth Electric Mfg. Co., manufactur- 
ers of control equipment, has been 
elected vice president of the organiza- 
ion 









Only 37 years old, Mr. Landmeier 
started with the engineering depart- 
ment in 1922. From there he moved 
head to chief engineer, and now 
vice president. 


Graybar Opens 
Lansing House 












Late in May, Graybar Electric Co. 
lded another branch to its nationwide 
rganization with the opening of a 
use at Lansing, Mich. Located at 
125 E. Shiawassee St., the branch is 
inder the management of A. G. Bird, 
vho formerly had charge at the Flint 
mce, 
Working with Mr. Bird as service 
upervisor is C. M. Johnson, who has 
ved out to the Midwest from Boston 
vhere he was head service clerk. E. C. 
Bryden replaces Mr. Bird at Flint and 
e is assisted by J. A. Ballard, service 
upervisor. Bryden was promoted to 
es manager from the sales organi- 
ion and Ballard has been trans- 
red from Detroit where he was in 











x service department. 

ral (here has been a change at the 

rh ksonville, Fla. house, also. A. W. 

ng in, Jr., is now service manager, an 

CO incement from head service clerk, 

be osition he held for several years. 
in has been associated with that 
ise since 1924. 

940 
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The Tremendous Need for Localites 
Gives You a Great Sales Opportunity 


Are you hungry for a real selling thrill — some- 
thing different from the day-in-and-day-out rou- 
tine of asking for orders? 





Then take a look around as you go about through 
the plants you call on. Notice the workers at 
their tasks where seeing is important. You'll be amazed that so 
few have adequate light on the job. You'll say to yourself, ‘That 
man could turn out more and better work if he had better light for 
seeing. He would be happier and his employer would benefit 
by the lower cost of increased efficiency. I'll recommend Fostoria 
Localites to correct this situation.”’ 


Try it. A profitable volume of new business and the thrilling 
pleasure of benefiting others await you. Your Fostoria Handbook 
will help you make proper recommendations — and a Fostoria 
representative will gladly cooperate with you. 


ALL THREE TYPES OF LOCALIZED LIGHTING 
EQUIPMENT FOR EVERY INDUSTRIAL NEED 


= 
Flexible Arm Units 
& 


Large Area Low 


Brightness Units 
e 


Fluorescent Units 
7 


THE FOSTORIA PRESSED STEEL CORP. 


FOSTORIA, OHIO 






















adjustable. 
right height. 


ness places. 


No. 
P-1250-A 
$35.00 
List 
Price 





LET Bossy" 
BRING IN THE CASH 


The electric fence season is here! Farm 
ers are already buying supplies of elec- 
tric fence insulators and accessories for 
their electric fencing needs. 

NOW is the time for you to put in a 
stock of electric fence insulators and ac- 
cessories and call to the attention of the 
electrical contractors who deal with you 
that here cre sales possibilities that they 
may be overlooking. There are volume 
and profit possibilities in this line—get 
your share of the volume now available! 

For customer satisfaction, insist on 
electric fence accessories made by Porce- 
lain Products, Inc. Write for complete 
information and prices today. 


PORCELAIN PRODUCTS, INC. 


FINDLAY, OHIO 
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Adjustable from 4’ 6” to 7 6” 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 
Office in all Principal cities 


Send for this 
1940 Fan catalog, if 


you do not have 


SIGNAL 16° ADJUSTABLE OSC. 
FLOOR MODEL PEDESTAL FAN 


This SIGNAL pedestal fan oscillates in addition to being 
It can be easily moved about and set to just the 

Because of these advantages this type of fan 
is popular in homes, restaurants, offices, schools and busi- 
Conveniently located in the upper part of the 
stand is a rotary switch which gives three-speed control to 
the 16-inch quiet type blades. 
places 1500 cubic feet of air per minute. 


At high speed this fan dis- 
Base and Stand, 


floor to center of fan. 


, 


new 


it. 


FUSCA 


That means TRICO! 


Here's a fuse line with a 
future. It's different. The 
powder-packed renewal ele- 
ment is not interchangeable 
with ordinary ‘“‘bare-link’’ 
fuses. You get all the 
repeat business and elimin- 
ate all price competition. 


Customers are guaranteed 
better service when they 
use TRICO powder-packed 
fuses because each renewal 
is custom-built for maxi- 
mum performance. 


TRICO'S "Thru the Whole- 
saler'’ policy protects your 
interests — and PROFITS 


year after year. 
For Prestige — For Profit 
SELL TRICO 


Get complete details from your TRICO 
Representative or write 


TricoFuse Mfg. Co.,Milwaukee, Wis. 


TRICO ==: <FUSES 








sToP WASTED KILOWATTS AND WASTEFUL SHUTDOWNS 

















MEN ON © 


THE MOVE 





Willis M. Marshall now headquar 
ters in Minneapolis, where he handles 
sales of the Horton Manufacturing 
Co., Ft. Wayne, Ind Mr. Marshal 
previously worked out of the Denver 
and Salt Lake City territories. 


Formerly manager of the Cincin 
nati office of the Louisville & Nash 
ville Railroad, Don W. Buckshorn ; 
now traffic manager of The Crosley 
Corporation, Cincinnati. 


Edward R. Benson has been pr 
moted to divisional sales manager of 
the Empire State Division of the Eas 
Washing Machine Corp. with head 
quarters in Buffalo. He has been 
the Chicago district 


A. C. Schwager, formerly with Gray 
bar Electric Co., Cleveland, is now as 
sociated with Appleton Electric Con 
pany’s office in Cleveland. He is 
the Sales Department 


Announcement has just been mad 
that M. D. Brooks has been appointed 
as district merchandising manager 
the Northern Electric 
Vancouver, B. C, 


Company at 





7] try 
1e¢ 


has publish 


General 


Motors 


Capacitor 
Cc = Schenectadvy. N. \ 
an 8 page folder on capacitor motor 


1:4 1 oa a 1 
which gives such detaus as appli 
tions, construction, characteristics 


modifications, ratings and advantages 


Capacitors “Capacitors for Powe 
Factor Correction of Fluorescent 
Lamps” is title of Bulletin No. 190A 
just issued by Cornell-Dubilier Corp 
South Plainfield, N. J 


Electric Roaster—Fully illustrated 
color, the 22 page booklet by National 
Milwau 


s on their | 


Enameling and Stamping Co., 
kee, gives complete detail 
of electric roasters. 


Connectors—Fifteen pages of facts a1 
charts comprise “Electrical Connect 
Guide” just published by the Burnd 
Engineering re New York. 
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This Sherman Heavy Duty Lug is 
really a tough customer. It has 
the strength, weight, and con- 
struction to do the hard jobs— 
handle the big loads. Complies 
fully with Nema-Nela standards 
for heavy duty service, and 
carries refinements that are 
typically Sherman. 


A precision made lug, free from 
defects, with contact surfaces that 
are truly flat. Fully interchange- 
able with corresponding cast 
lugs. Write for bulletin. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 


Sherman 


HEAVY DUTY 


LUGS 


j 
| 





Lighting Fixtures—In Catalog C141 by 
The Art Metal 


Ohio, the description of each lighting 
fixture is accompanied not only by an 


illustration but ilso b a light distri 


Company, Cleveland, 


buti mm cl art 


Circular No. 322 is 
Electric Mfg. Co., 
illustrations 
Prumbull’s 


starters 


Magnetic Starters 
sued by Trumbull 
Plainville, Conn., 
and explains the details of 


Across the line Magneti 


contains 


¢ 


gives the latest on 


Motors—l*our page bulletin F-8548 
‘ d.c. frac 
from 1/20 


Westing 


motors 
manufactured 
“« Mfg Lr 


to 3 h.p 


house Ele 


Motor-starting Switch—Catalog she 
GEA-1184D put out by General Elec 
tric Co., Schenectady, N. Y., includes 
an outline of distinctive features and a 


et 


magnetic motor 


CR7006-D30B 


chart heir a. 


Radio Tubes Raytheon Productio1 
Newton, Mass., announce a 28 
data which shows char 
data for 331 receiving tubes, 


( Orp., 
page chart 
plug-in 
includes 121 base diagran 52 


drawings, and or 194 


7 
resistors, 16 pilot 


} noeah] tune 
( aliveCaDit types 


Range Units—Fdison General Electrii 
\pphance Co Inc., 


published 


Chicago, has just 
) 
a 1l6-page, 2 


uses of their 


catalog 
Calrod unit 


1 
coior 
1 1 
about the 


replacements 


Safety Switch—Leaflet A-69661 by 
Westinghouse Elec. & Mfg. Co., East 


Pittsburgh, Pa., contains 
f their safety 


illustrations 


+ 


diagrams ot 


Ww h 
SW 11CS, 


their construction, and photogt 


iphs ol 


individual parts. 


: from 


Timing Device—bulletin [T-2 

The R. W. Cramer Co., Inc., Center 

br 0k, Conn . tacts on syn 
] 


chronous motor driven time delay. 


details the 


Wire 


manual 


1 ; 1 
electrical and 


Stripper—Both 
wire strippers are illustrated 
and described in 4 page folder released 
by Ideal Commutator 


Sycamore, Illinois. 


Dresser re 


McLaughlin Ventilator 
Mich., has a 4 


describing and 


Ventilation 
Co., Detroit, 
tolder 

window and wall vent 


page 
illustrating 
Wators ror the 


1e 


Fluorescent Luminaires—Parco Light- 
ing Equipment Co., New York, has 


issued a 6-page folder which catalogs 


and illustrates their fluorescent lumin 


aires for industrial, commercial, and 


reside ntial use. 


June 1940 — WHOLESALER’S SALESMAN 








FLOOR BOXES 
and 
WIRING 
SPECIALTIES 


No. 110 “Latrobe” 
Watertight Box 


Cut-away view o~— 
ing how tapered un! 
receptacle fits 
tapered opening 
in top of box 
body. The latest 
in design OP: 
earance, dee 
simplicity of in- 
stallation. 








470 Pipe or Conduit 
Hanger 


Pipe suppe 
freely, OO iiel 
to run P right angles 
to beam. 
Does A! 
with drill- 
ing or use 
of straps- 
Handles 
"3a" and 
\'' size pipe. 
to steel 
beams Vg 
thick. 


rt turns 


w 





" trobe"™ 
o. 330 “Latro® 
wel Thumb Utility 
Outlet 


To be used 

instalia- 
and other 
free 





in 


woo d 
tions 
ocations 
from moisture 
or mechan ca 
injury. 








even 


BETTER MOUSETRAPS 


would sell better today, thru 
Wholesalers. 


SOLDERLESS LUGS 


—the better pressure connect- 
ors, do! 


That’s why we encourage your 
customers, every chance we get, to 
look to you not only for ILSCO 
Solderless Lugs, but for all their 
electrical supplies. 


For a fuller story, write TODAY 
for new ILSCO catalog. 


DEPT. 5WS 


llsco Copper Tube & Products, Inc. 
5629 Madison Road, Cincinnati, Ohio 











NOW YOU CAN 
SODER ALUMINUM 


permanently 
WITH 


[ro ALUMI—SUDER 
ALLEN ALUMINUM Soder 


Comes in bar and wire 
form—no flux needed 





@ Send your letterhead 
for FREE sample 


© | Petree Seic. @ 


6719-6733 BRYN MAWR AVE 
CHICAGO. ILLINOIS 











A New "Phone 


Available in 8, 4, 1 and 0 button 
sizes. Quality that speaks for itself 


S. H. COUCH COMPANY, INC. 
NORTH QUINCY, MASS. 
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"SNAPSTRIP" 


© Fluorescent Lighting Strip 

@ One-Lamp Units or Continuous Lengths 

® Complete Line of Directional Reflectors 
® Write for Catalog @ 


SPLAYLITE 


57 Cliff St. Boston, Mass. 














it BEN EES can 


FITTINGS FITTINGS 
aiadae DEVICES 


Rew ! 


Gee -Vee 


CAST IRON 
BOXES 


e Flanged 

e Unflanged 

@ Weather-Proo 
ChoiceTerritories open 
for Wholesalers and 
Manufacturers’ Agents 




















Write For Full information 





THE GILLETTE-VIBBER Co. 


NG NEW LONDON, CONN. 








PRICES 
REDUCED! 


~~ Surtolets, the latest money sav 
ing, time saving surface wiring 
devices, have been going over 
that the increased volume en 

ibles us to ettect considerable produc 
fon savings. We are passing these sav 
Ings on to you in the form of reduced 


prices 


Worite for Complete Information 


PODAY. 


PORCELAIN PRODUCTS, INC. 
FINDLAY, OHIO 














AN ALERT MFR. 


—has a copy of the 


Directory of Electrical 
Wholesalers 


AT HIS ELBOW 


— to save sales time 
$25.00 per copy 





Wholesaler’s Salesman, 330 W. 42St., N.Y. 
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